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maintains preference 
for “U. S.” Gaytees 
among your customers 


In full pages, in color, Gaytees tell 
their story again this season. 


Even when you had none to sell, our ad- 
vertising kept customers Gaytees brand- 
conscious. Now—your market is waiting 

and ready-made. 


There’s a complete store re-sale program 
waiting, including display material, aids for | 
sales people, tested promotion ideas, to help 


you step right back into selling stride. Your | 
“U.S.” representative will tell you all about it. 


URE + LADIES’ HOME JOURNAL + WOMAN'S 
_ BHOME COMPANION + HOLIDAY + PARENTS’ 
VOGUE - HARPER'S BAZAAR + MADEMOISELLE 


Constant Advertising in: US. Gy“ 


NEW YORK 


UNITED STATES RUBBER COMPAN) 





Bbc times what they may, 
no part of the fine art 

of tanning ...as exemplified 
in Tandrite... is lost 


or latent. 


The name Tandrite still 





stands for all that is finest in 
quality, color, craftsman- 


ship and finish. 











A foxed, square wing tip, 
oxford with double sole 
and extended heel, by 





THE STETSON SHOE CO., INC. 


South Weymouth 90, Mass. 
Tandrite Brown Calf, Color No. 424 
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Independence Is A Wonderful Thing! 


Holland-Racine Dealers 

place a high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeing eye ‘ . P 2 

to'tee 08 Os lepttiin of Mh POST: COLLIER'’'S LIBERTY - ESQUIRE 
independence, we seek at all times 

to strengthen it, never to compete 

with it, through company stores. 


PRODUCTS OF PRIVA is Sees — FOR a pene nt DEALERS ONLY . 
Three comprehensive ly Advertised ——s s the ads say 4k nly 
(edspeldes® Usalars ae wa professional hands oh chee Utting: double urance 
quehoear satisfaction. 


HOLLAND-RACINE SHOES, ine. micnican 
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An established, consumer-approved brand. Fine fit. Proved foot-health 


features. Quality workmanship. A single resource from tots to teens. Adds up to an impressive 


total, doesn’t it? That's what makes Pollyanna the bread-and-butter brand for children’s and 


misses’ operations in leading stores and departments. Good for your store, too. 


A.$. KREIDER SHOE CO. 


ANNVILLE, PA. NEW YORK CITY SHOWROOM 
Marbridge Bldg., 47 W. 34 St. 
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© Some shoes are “self-supporting” . . . you stock them 
and customers come back and ask for them over and 
over again. Such are Walk-Over’s Main Spring* Arch 
shoes. Their really smart tailored styles, their fit—plus 
their scientific “built-in” support, means profitable 
turn-over and loyal I’ll-wait-for-Walk-Over customers. 


New York Sales Rooms 
Marbridge Building —822 and 906 Brockton 63, Mass. 
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My best business smile was getting thin and tired, 
Still “Gabby” Garvin’s jaw wagged on. 

“ _., the program itself is O. K., understand, but 
what really makes the show is my commercial. First, 
the brass section gives me a fanfare, then .. . ” 

Gabby sucked in a deep breath. “Please, Gabby,” 
I cut in, “do you want shoes? Or a microphone?” 

“Shoes? Oh, sure. Well, after this fanfare...” 

1 pretended to listen while I slipped a pair of 
brown wing-tips on his feet. “Gabby,” I said loudly, 
“these shoes have a midsole of Armstrong’s Cushion 
Cork*, for extra comfort.” 

. . the three girls quit singing in unison, go 
into close harmony and fade under while 1...” 

I saw it was hopeless. I let him talk while | 
rolled his newspaper into a crude megaphone. “The 
following program is transcribed,” | began. 

Gabby cut his broadcast, his mouth open. 

“Do you know that not all shoes are the same? 
That shoes with Armstrong’s Cushion Cork give you 
these four extra comforts? ONE, extra resilience 
for greater walking pleasure. TWO, extra flexibility 
for easier breaking in. THREE, extra porosity for 
better air circulation within the shoe. FOUR, extra 
insulation for greater foot protection against heat 
and cold. Be sure you get all four. Ask for shoes 
with Armstrong’s Cushion Cork.” 

Gabby’s eyes sparkled. “Say, that’s a hot com- 
mercial! Have you got shoes like that?” 

“They're on your feet.” 

Gabby looked down. “Oh, yeah, sure.” He pranced 
around the store like a kid. “Say, these are swell. 
Real comfortable, like you said. I’m going to sign 
off with these. Send my old ones over, will you?” 

* * * 


You don’t need a megaphene to sel] your customers 
on the four extra comfort features of Cushion Cork. Just 
tell them the Cushion Cork sales story—then let the shoes 
sell themselves. 

Be sure to specify Cushion Cork on your next shoe 


order. It is available in leading men’s, women’s, 
6 





and children’s shoes. Armstrong Cork Co., Shoe 
Products Dept., 9611 Arch Street, Lancaster, Pa. 


Casha Conk 


ADDS COMFORT TO FVER 


ve 








* Reg. U. S. Pat. Off. 





ARMS TRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS e¢ FLEXICORK* LI S e« CUSHION CORK #* CORK COMPOSITION 


6 Boot and Shoe Recorder 








ci THE IRVING DREW CORPORATION, LANCASTER, OHIO 
New York, 746 Marbridge Bldg. 


November 15, 1946 
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a new quality line of fashionsright F 
Priced to retail from $5.95. 

















Jailored Jred FRENCH MODERNS, made exclu- 


sively in our own factories, will be advertised in the 


following leading fashion. magazines: 


@ VOGUE 
@ GLAMOUR 
@ JUNIOR BAZAAR — 
@ HARPER’S BAZAAR + 
@ SEVENTEEN se 
@ CHARM 


Satlored Sré 


FRENCH MODERNS 


MANUFACTURED AND DISTRIBUTED BY 


D. MYERS « SONS, inc. 


BALTIMORE 18, MD. 


Established 1910 





November 15, 1946 : vt 



















IMMEDIATE DELIVERY FOR CHRISTMAS SELLING 


Light, bright fluffy Shearling slippers packed with promo- 
tional possibilities for holiday selling. In five yummy colors. 
They're rich with appeal for teenagers . . . college 
girls... for their mothers and grandmothers too. 














Sugar-Lamb $3.25 Net 
Minimum order 18 pr. per style 








Fluff-Scuff $2.40 Net 


Minimum order 18 pr. per style 





ELKIND BROS., 78 Reade St., New York 7 


Crealors of Casual Footwear 
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- ~- of all-leather, ‘fine leather, 
quality-fashion shoes to 
retail from #10.95 to #24.95 
genuine patent leathers 4 
velvety suedes 
MAINTAINED IN STOCK 


“oy beginning December 10- 
ML AB@ZZ779. SHOE CORP. 152 ovane sreeer, new yore 13, nx. 


RIBUTORS WOMEN’S FASHION SHOES 
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GET A HEAD START 


NEOLITE S 


MERICA’S top shoe designers are sitting down 
at their drawing boards, with NEOLITE 

Soles in mind! NEOLITE’S rainbow colors have 
already launched a dozen big-time fashions. 
NEOLITE’S proved ability to outwear leather has 
put a new selling punch in men’s and children’s 
shoes. NEOLITE’S waterproof, non-skid, insulated 
comfort has kept thousands of customers 
coming back for more. 

That’s why we say: The shoes that set the pace 
—for style—for profits—start with NEOLITE! 


O Cat tt frusedy- 





NO OTHER SHOE SOLE HAS ALL THESE ADVANTAGES: 
v Forms firm platform for 


V Far outwears leather—yet 
light in weight 

Vv Completely waterproof 

Vv Non-skid—wet or dry 

Vv Helps keep the shoe 
in shape 

xv Does not mark floors 


the foot 
heat or cold 


ever made 


NOT RUBBER - NOT LEATHER - NOT PLASTIC - 


GOODFYEAR 


NEOLITES“T. M. THE GOODYEAR TIRE & RUBBER COMPANY 





v Insulates the foot against 
< Most comfortable shoe sole 


v Nationally advertised— 


radio and magazines 


NOT FABRIC 
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Only Genuine NEOLITE 
Soles bear the name 
“NEOLITE” 





Boot and Shoe Recorder 








TELS CEE TY LY a a 





‘f PERE 






( 








November 15, 1946 TL} 





AVIVA) WIN COMPANY 


SUS RS: ie, A? 
a id * 
te 


. Pe 
A Sores. 





itis. 6 DIVISION MARILYN SHOE CO., 1224 W. VINE ST., MILWAUKEE, WiS. 
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react For Menmarx 


LEATHER COMPANY + nase Reno 








NORTHWESTERN 
LEATHERS 


phold these qualities 
im fine shoes 






The old adage that one is judged by his com- 
panions was never more clearly demonstrated 
than by the noted list of quality shoemakers 
who depend upon Northwestern Leathers for 
the character and substance which only fine 
leathers possess. Uniformly dependable, secure 
in dealer and consumer acceptance, North- 
| western Leathers for many years have enjoyed 
the honor of being first in preference—for 
character and substance. 
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BEAR THE NAMo0F 

















No matter what the name of a shoe... no matter whether it’s for man, woman or child... no 
matter whether it’s high style or casual .. . if it is fashioned with extra zip, if it’s smooth about the 
sole edges, and smooth inside, too, the name behind the name is COMPO. For ever since COMPO 


began, a steadily increasing number of foremost shoe manufacturers have relied upon COMPO 


equipment and technique to keep their names at the head of America’s list of fine shoemakers. 





Compo Shoe Machinery Corporatio 


Boston, Massachusetts 


















Dr. Posner’s shoes for children have a 
well established reputation for quality to 
maintain. So it’s no wonder that the 
makers of Dr. Posner’s Scientific Shoes use 
Evans Jimmy Pig. This top quality pigskin 
is very sturdy, tuff, very comfortable... 
and good looking, too, with its rich grain. 


oo-hoo! 


Here I am in Dr. Posner 








For contrast, the saddles are made of 
smooth Evanide, another Evans quality 
tannage. Such combinations are handsome! 

If you, too, want to win sales and influ- 
ence mothers when they’re buying shoes 
for the children...or for themselves... 


Jimmy Pig is the boy to help you do it. 


JOHN R. EVANS & COMPANY. CAMDEN, NEW JERSEY 


Established 1857 












FOR BOYS 















gt POSNER. 








it. 
SHUES 
Give YOUR CHILD 
Y CORRECT BODY BALANCE 


This little folder of pigskin facts, supplied by John R. Evans, is packed with ee 
every pair of Dr. Posner’s shoes made of Evans Jimmy Pig. The booklet, and Jimmy Pig 
the little tag, are available to every manufacturer who uses Jimmy Pig. 

















Young or old, your customers will get greater pleasure from 
leisure shoes with Rajah Soles! Tell ‘em about that cush- 
iony, cradle-comfort . . . that extra lightness and flexibility. 
And that extra wear... the long-lived toughness and 
durability which makes Rajah Soles a favorite with father and 
with son! You'll find a sales boost . . . and a big one... 

in that famous phrase, SOLES BY RAJAH! 





AS ADVERTISED 


ciate (QY Rajah sours 


Mt US. PAT. OFF, 





SEFraesee BAe @BVuesPecre COMPARV, BORTABH OVIBCY Ft... BABB 
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The American male has learned to take his 
leisure in style and comfort. No footwear meets his 
demands more fully than Winthrop In-‘n-Outers. 
Their revolutionary construction, pliant leathers 
and cushion-cork platform soles assure 
perfect ease and comfort .. .Winthrop styling 
assures all-important masculine smartness. 
Winthrop dealers see In-’n-Outers as a sure way » 
to extra pair sales ... the shortest cut to extra profits. WL 
$g50 


Subject to possible change 


INTHROP SHOES 


Aways First with Ald Thati Now 


Also regular dress styles for men and boys 
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Winthrop Shoe Company 
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ITS WET OUTSIDE So-Lo’s ‘“HEEL-STRAP”’ ee 


BETTER PUT INA 


~Ja204 RUBBER OVERSHOES Eye 









Fast-Seller! 
Big “Rainy Day” Profits! 


They're back again—So-Lo’s ‘‘Heel-Strap” Over- 
shoes—and they're even more popular, even 
faster year ‘round sellers and bigger profit 
makers than ever before! 

These Overshoes are made of 100% Pure Neo- 
prene Latex. They're smart—in satin-finish jet COMPACT— 
black, with streamlined styling. Made in two CARRY IN 
sizes, for any size shoe—small for sizes 4 to 6 

and large for size 62 and larger. Many other LONG WEARING PURSE. 
outstanding popular features described at right. 


FREE Selling Helps 










yy NON-SKID 







Counter Display Card Dealer Newspaper Ads \ 
2-color Envelope Enclosure Window Streamer for 
Folder “Rainy Days” 
SNUG FIT 
ORDER NOW! 


$-T-R-E-T-C-H TO FIT 


A single rainy day meons a big profit loss for you-—if yeu 
DON'T have So-lo’s “‘Heel-Strap" Overshoes on hand. 
Steck up—rush your order today! 


DISTRIBUTORS: A FEW TERRITORIES, INCLUDING NOW BEING FEATURED ON RAINY DAYS BY: 





PONT, Sena om ae G2 Ware oe wae oa Marshall Field, Chicago The Moy Co., Cleveland 
So-Lo Works, Incorporated Stix, Boer & Fuller, St. Louis Gilbert's, Los Angeles 
Loveiana, Ohio : Wanomoker's, Phila., & N. ¥. C. Filene's, Boston 
aS Rg SRE SNE NIRS SUMS Vga Cn nae eh ve New York City Shillito's, Cincinnati 

dease sched 7.20 : ' er & Johnston, Dayton, Ohio Powers Dry Goods Co., Minneapolis 

Packed Bye en ye ms i» a 07.98 yn —. ’ Lazarus Co., Columbus, Ohio Hochschild, Baltimore 

and ever) and 2 doz. small (for size 6 and under). ' 
$7.20 per dozen. Shipping charges prepaid on one H and many others 

gress or more. ' 
SN a eRe on Solel iohic sis o We ces naw bbdeen¥ Aeciee ss . 
Sa IPRS aaa SEE OUR DISPLAYS 
OMENOD caw iE CWIRK clio cos ope Race vis A 
PIN inci d 195 -Piclinc dads chan tasssiteres ' at t e Shoe Shows 





JOBBERS WRITE FOR OUR PRICES ! 
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INCREASE YOUR 
JUVENILE SHOE SALES 


Here is a line of juvenile shoes that is complete in every 
way... smart styling . . . expert craftsmanship . . . superb 
materials... and unqualified consumer acceptance. 
Parents look to the famous Red Goose trade mark 
as their assurance of the finest shoes possible for 
their boys and girls. Their demand means increased 
volume for your store. 






Backed by a powerful national advertising campaign, 
. ‘reaching all sections of the nation, the Red Goose 
message is forcefully brought to the attention of oO 


more than 40,000,000 readers annually. a 4, 
We'd like to tell you more about what the addition of Red = BEST KNOWN ey 
JUVENILE SHOE 


Goose Shoes can mean to your juvenile shoe department. 
CU MULL. aul 
AMERICA S 








— 


RED GOOSE DIVISION + INTERNATIONAL SHOE COMPANY + ST. LOUIS 
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THIS IS THE MOHAWK “FIVE POINT” 
STAR OF. BALANCED CONSTRUCTION 


1* Wool Blend 
2x Pitch v2 ; 
4xtirk Yorn Size prefer MOHAWK BECAUSE 


Sirirkick Pile Height IT IS THE RIGHT CARPET 


SEE YOUR MOHAWK CONTRACT DEALER before you recarpet. 
He will show you many new and delightful patterns that will blend 
with the colors and fixtures of your establishment. But of even greater 
importance—he will explain why MOHAWK’S “Balanced Construc- 
tion” gives Traffic-Treds longer life—and a Mohawk purchaser more 


extra carpet wear for his money! 





Write or wire for name of nearest contract dealer. 


MOHAWK CARPET MILLS, INC., 295 FIFTH AVE., NEW YORK CITY 
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The 
Sir Walter 
Snot 


In step with fashion .. . 
in line with quality; for 
value-wise, style-wise 
men. 


Almaican Bow, 


Style and wear for 
America’s younger men. 


« 


3 Fast-Moving Specialty Lines [LION DLA TD 
To Build Volume and PROFIT for YOU SHIOES 


The best work shoes for 
comfort and long wear. 

















Métional Shoe Company , Lahde the 


Division of Craddock-Terry Shoe Corporation 


November 15, 1946 29 





It won’t take your customers much 
wearing-time to discover more beauty 
than meets the eye in shoes made of 
VINYLITE Brand Plastic! This shimmering, 
easy-to-look-at upper material has been 
scientifically formulated for use in fine 
footwear. In addition to a surface 
appearance that’s lastingly luxurious, 
VINYLITE Plastic’s careful balancing brings 
into being such remarkable properties as 
pliancy that gives greater comfort .. . 

Spot- and water-resistance ... proof against 
crazing, weathering, scuffing ... 
fade-resistance, in every exciting color. 
And these qualities have been proved time 
and time again, in millions of actual 

wear tests! 

For better sales, feature shoes that are 
beautiful all the way through, from surface 
to service ... shoes made of sparkling, 
supple VINYLITE Plastic! 


Distributors: HERMAN LOEWENSTEIN, INC., 26 Ferry St., D 











d Carbon Corporation 


Zad Street, New York 17, N. Y. 


NON, 192 South St., Boston 
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FOREMOST 


m style and comtort 


Smart styling—fine leathers—superior craftsmanship—resilient air cushion 
—flexible arch-lift! These are the five outstanding Massagic features which 
have brought steady repeat sales to dealers for more than ten years. This 
long record of proved sales performance establishes Massagic Shoes as the 
“right” line to sell in the years ahead. For new “highs” in steady profits, 
meet your customers’ ever-growing demands for genuine foot comfort with 
smartly designed Massagic Shoes. 


WEYENBERG SHoe Mrc. Co., Mirwaukee 1, Wis. 


Messagiz tee lashin WEYENBERG 


iN» 
maAG 
*% Yields with every step 
*% Absorbs shocks, jars 
* Keeps you foot-fresh 
This famous line also sold and 
advertised under the name— 
Porto-Ped Air-Cushion Shoes. Ate Lied, he y Shs 
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UNITED SHOE MACHINERY CORPORATION - BOSTON, MASSACHUSETTS 
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_— FASTEST-GROWING SPECIALTY HOUSE 


fe SHOES FOR THE WHOLE FAMILY 


Gerva knows the American public like a book. They have been serving the 


retail trade for years. Thus they know what it is that the buying public is looking 


for in the line of footwear for the whole family . . . Shoes, slippers. casuals, rubber 
and tennis footwear. 
Call it uncanny if you will, but Gerda knows and Gerda always has the RIGHT 


shoes in stock at the right time, ready to ship when your customers want them. 


The uli eG 4o Sa P ractical - Eticient 









OAST-TO-COAST CUSTO 
THEY WANT STYLE 












\ No. 12003 
Women's Smooth Elk 
Leather Platforms © Black 
Sizes 4-9 
AA or B. 


~ 
MOTHER, 


AME your styles, name your 
materials, name your patterns. 
More important still, name your 
own delivery dates. If it’s a spe- 
No. 4102 


say * Fu 








tialty shoe for street, casual or 







° . °.9 Women Sm Elk LOAFER fc Lea sole © Brown 
lounging wear, or if it’s rubber Leather Platform, Sole and Heel ° : Bleck. Red, Blue. Sizes 4-9 
‘ Brown or Red, Antiqued $2 35 
footwear for every member of the Sizes 4-9 ; 
; . : Bs ‘ M. Widths $3.30 Available No. 4103, no plat 
family, Gerda’s Got Them. Gerda’s a en 


stock is the talk of the country. 






Gerda’s speed of delivery makes 






merchants rub their eyes in won- 






der; and Gerda’s prices give them 






that happy “mark-up” smile. 






But, it’s the simplicity with 






which all these needs can be or- 







dered from one house that makes 


Gerda so popular with merchants. 







DA IS ALWAYS AT YOUR REGIONAL SHOW 
No. 4470 















No. 316 Embroidered Bengaline * Leather Embroidered Bengaline 
Emt Jered Spiral Bengalin Sole, Hidden Gore * White, Red Leather Soles © Black 
J pira galine « Light Blue, Royal Blue, Black, Pink Royal Blue Red Wine 


Leather Soles . White, Red, Light 


ve, Roya Blue Black, Wine. Pink Pink Light Blue All 


vanatulie $2.35 







White. Sizes 4-9 
’ $2.35 M. Widths $2.50 | 
© available No 316X in velvet. Also Gore Beck Ne. 4078, 8 - 
ack, Red, Blue. $2.50 same Colors $2.40 gine 
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STOMERS ARE 
i= . VARIETY . 28283 * 







No. 1000 
Leather Electrified Shea 
tT tee * Brown, Red, Blue 
te 4 2 
at 
we available Women's No 
e a + 
No. 624 
s Crushed Leather e 
fal © Leather Soles 
rown, Sizes 6-12 FATHER, 
a men, women, and 
children are hungry for better 
shoes. They ll wear more shoes 
in °47 than they ever wore be- 
fore, and they'll demand the 
lat best shoes that their money can 
'-9 buy. Gerda Dealers will be 
, ready for them with the fine, 
3 ¢ 


high grade merchandise these 


customers are seeking. because 


y : 

P| Gerda, months ago, planned its 
4 production facilities to produce 
4 a steady flow of just this “right 


kind” of merchandise. 


For this greatest shoe buying season 
ever, Gerda offers NOW these 21 styles 


in-stock, selected from the strong Gerda 


.. line. Use the Gerdagram order blank on 
ck . . 
“we the following page for more efficient or- 
Ali ; ' 
50 No. 3175 dering and speedy guaranteed delivery. 
Ribbed Velour, Plush ¢ 5 
5 ® Leather Soles * Red. Roya 
") Blue, Wine, Light Blue 
Sizes 4-9 


IMMEDIATE DELIVERY 


$1.75 


uo No. 318 


galine, Gore Back © Fur 


fee SHOES FOR THE WHOLE FAMILY 





— ————— 


—— —— ea 


Cred fot ENCK o Tic CHILDREN Ze 7 





It’s just one big, happy family with hundreds of new dealers joining up every day to bring 
these better Gerda values to hundreds of thousands of their customers. Write your sizes on 


the Gerdagram below. Mail it immediately. Gerda’s speed of delivery will astound you. 
We've tried to illustrate every wanted style. lf we've overlooked your favorite, we prob- 


ably have it in-stock just the same. It’s well worth a letter of inquiry. 


No. 301 


No. 1829 


i Opera ¢ 





$2. 10 


AIAG =.= 





To: GERDA FOOTWEAR COMPANY, INC. .:. ror« a.m. y, 


Phone: WOrth 2.1796 + 2- 1797 


PLEASE SHIP CASES: 





Roya! Light Paste! Pastel Roya! Light Paste! Paste 
Brown Blue Red Wine Black Blue Pink Blue White Bive Pink Brown Blue Red Wine Biack Blue Pink Blue White Blue Pink 
No. 12003 No. 1008 
No. 12002 No. 311 
No. 12008 No. 310 
No. 12009 No. 624 
No. 4470 No. 729 
No. 4475 No. 306 
No. 318 No. 30! 
No. 3175 No. 40! 
No. 316 No. 710 
No. 4102 No. 1829 
No. 4103 No. 464 Red and Blue Combination Blue and Red Combination 
No. 317 
No. 971 ee 
No. 972 Address 
No. 1000 Signed 
Minimum 18 pairs to each color. This is « bone fide order subject te N 


State second color choice. acceptance by our credit department, 









“at Me 
BACKING 









NY dress... exquisite, expen- 
sive original or its mass~made 
copy...needs the smooth body 
lines provided by the underneath 
foundation to achieve the full merit 
of its designing. 


Comparable to the figure control of a foundation garment is the 
backing applied to a shoe upper. 


at ACME BACKING controls the upper’s smoothness, insures easier 
and more comfortable fitting of the shoe, besides strengthening 


its service satisiaction. 





“ORP. 
ACME BACHIN 6. 6, N.Y. 


Meadow & Bogart: 4 1 g® . 
A Bb y B AC man St. Louis rk 


2th & Mull anphy - 





te November 15, 1946 



















Now Iyer salesmen are 


lehingedou Se OW Ld 


The Tosser typical of Tyer’s line 
of “SPORTZ.” Crepe-type soles, 
rust-proof eyelets, sponge cushion 













arch supports, outside eyelet stays, 
ankle patches, contrasting trim, two- 
color foxing, outside toe bumpers 
and washable uppers that ‘breathe. “’ 


The Riviera. This popu- 


lar women’s military heel, slide 


fastener, over-the-shoe boot 
will also be available next year 
in high cuban. 





TYER 


RUBBER COMPANY 
Audouer, Massachusetts 
WY. §.#H. 
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PIPER CUB, “The Good Safe Plane 
You Con Afford to Buy ond Fly”... 
proved by billions of miles of flying! 





AIR-O-MAGIC’s advertising for Spring harnesses the giguatic 

national interest in personal flying through a sensational tie-up that places the dramatic 

promotional facilities of 1500 PIPER CUB dealers at your disposal! Backed up by full color, full page 
and other large space advertisements in sixteen leading magazines. .. aggressive 

newspaper advertising in key areas from coast to coast... and every conceivable type of 


point-of-sale dealer helps, AIR-O-MAGIC is planning to make your store shoe 






headquarters for Spring. This promotion commands the consideration and 


cooperation of every foresighted shoe retailer. Investigate! 


«th 
Qo” 
EAR 
u ¥ 


YOU'LL SEE @ IT EVERYWHERE! 


T'S THE r 
AL 
K <A) OF THE SHOE Trane 
! 


MARION SHOE DIVISION, DALY BROS. SHOE CO., INC. * 309 WEST 2nd STREET, MARION, IND. 


MODERATELY PRICED 
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| F.. present indications Surpass Kid Leather will continue to re 
be short in supply well-into 1947. Accordingly, you will have 
to be content with e smaller volume of shoes of Surpass Kid 


than in more normal. years. Even though their availability is age 
on necessarily restricted, Surpass Uniformity and Dependability will “sa 
i> AS mark every sale you make of shoes cut from these well known re at 
“4 “taninages: This fact, in itself, should bring @ measure of satis= 
4 faction | to ow asa retailer and to the customer you fit. The es <. 





ther ‘includes Glazed Kid, Copre, Suede 
all of which are marked by. ‘te O 
Uniformity and Dependability. Sond 
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Now’s the time to hitch your wagon to a STAR!.. 





STAR BRAND. . the shoe with character and construction 
to carry you in the “buyer's market’’ days ahead. Watch 


this STAR soar as selling competition gets tough again! 


STAR BRAND 


SHOES 
for men, women, and children 


ROBERTS, JOHNSON & RAND DIVISION OF INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MISSOURI 


4) 
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LOS ANGELES, 
Population 1,775,000 


of the women : 
40% at Gude’s, Inc., 
read the JOURNAL. 


Whether your town is large or small, most of 
your good customers read Ladies’ Home Journal. 


Surveys among 61,809 women shoppers show that 


Hee wee Cimon 


customers come in when the Journal comes out 
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' Here we report the results of just 4 of the 612 Journal 
surveys in all kinds of retail stores. Complete de- 
tails available upon request—Ladies’ Home Journal, 
Independence Square, Philadelphia 5, Pa. 









Population 794,600 


of the wo hope 
60% at the Thayer, Me 
read the 4 ML . 








Population 61,300 


of the women shop 
33% at Shaub’s Shoe Sh 
read the JOURNAL: 





Population 531,000 


of the women shoppers s . A Ri 
at the Imperial Shoe Store = 
0 

read the JOURNAL. 





CAQIES WOME 
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INTERNATIONAL SHOE-COMPANY . ST LOUIS 
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GERBERICH DEALERS ARE BUILDING TODA) 
FoR THE POWER AMERIGI 
WILL NEED ee ae i! 






on Wetichs fodey will — 
“he tin its progressive and colorful chapter. ° pores dis- 
locations and irritations occasioned by shortages should Me 


any of us to question the future of car 
yes, and an ever-growing, rate zat sh 











power to do if. 


i* 





















Gerberich Dealers have direct. ’ act, fo sith. 

part of that youth are fo in fe eae 

Gerberichs Best Qualit t. hetp: 

power and strength té u oe) ie : “we aa 
ee i ee ae gat : 4 
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THE NEW SOLE 
PLYTEX< is a complete new development creation 
by &44ex - and has been well worth waiting for, 


PLYTEX spotlights for manufacturers the &44ea quali- 


ties of leadership in compounding for lasting wear. 





PLYTEX jis a light weight, non-skid, non-marking sole, 
that will be a credit to any shoe for its smartness 
of finish, color, and ability to hold its shape. 


PLYTEX 
Spotlights 


Resilient 

Light weight 
Keeps its shape 
Outwears Leather 


Service for every 
foot with comfort 


{¢ ) RUBBER COMPANY 
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Squaring up with quality... 

toeing the line in style... AMERICAN 

GENTLEMAN Shoes are right— 
from the profit angle 

and every angle. 


AMERICAN GENTLEMAN DIVISION «+ Craddock-Terry Shoe Corporation, Lynchburg, Va. 
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The Sparta’ 
, = { CROSS SHOE 





~N 


bhai 
THE UNITED STATES SHOE CORR 


CINCINNATI, OHIO 


%* TRADE MARK AND PATENT APPLIED FOR 
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2 
7 undial dealers enjoy the great merchandising 
advantage of one top-value, well-advertised 
brand name for their entire trade. Through the complete 
Sundial line, they become shoe buying 
headquarters for the whole family from baby 
through grandparents; for boys and girls, men 
and women; for sport, dress or rugged work wear — 
and all merchandised under the one 
friendly Sundial brand name. 
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SUNDIAL SHOE COMPANY 
DIVISION OF INTERNATIONAL SHOE COMPANY, MANCHESTER, N. H. 
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to the Manufacturer 


Invincible Roll Setting Aluminum Eyelets (surface type) 


MEN'S and Aluminum Blind Eyelets, in all standard colors and WOMEN'S 
| — sizes, are available for prompt shipment. — 
' Ruddy Wine 1900 Fiesta Wine 1900 
: Yankee Brown 302 Lo the Retailer Town Brown 1100 
| Indian Tan 300 Russet 302 
mii i no embarrassment from rough inside surfaces when shoes tin i 
— in are equipped with these eyelets. Sine ine _ 
Colden Tan 300 do the 2. Cherry Red 600 
Colden Harvest 300 Amber Brown 302 
Black 100 because they lie permanently smooth inside, stockings Black 100 


do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


ELLEN AMIE DRL A SEER ERB IB 
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Shadow box display fixture 
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@ 
DEPARTMENTAL UNITS 


built to be used singly 


or as a complete footwear department! 


And offered to you at cost 


Here are the fixtures 
that stole the shoe show ... 


Above, Department arrangement con- 
sisting of three units. Center unit contains 
shoe mirror and slide-in chair. Right, 
Single unit which may be used by itself or 
combined with other units. Display sheets 
ore clear plastic. 


@ Now you can have an Indoor Footwear Department even in 

limited floor space. Easy to staff—these units practically do all the work of 

making a sale. Handsome—they’re built of bleached oak. 

Counter size—they hold stock, display, sell! Ask your Oomphies salesman for further 
details—get the full story of the thinking, planning, designing that's back 

of these units. Here, at last, is the completely practical plan for 

establishing a separate identity for your Indoor \ N Ce 
Footwear Department—and Oomphies 

brings it to you at cost! 


Oo 


137 Varick St., New York 13 























Today's MIRACLE-TREAD adver- 
tising in GLAMOUR and LADIES’ 
HOME JOURNAL is catching the eyes 
of value-wise women who are looking 
for the things they'll want tomorrow. 
This growing consumer acceptance means 
more and more calls for MIRACLE- 
TREAD, more and more sales in the 
competitive days ahead. 


MIRACLE-TREAD's consistent na- 
tional promotion will keep them coming 
back . . . to give you a sound, profitable 
business— tomorrow and tomorrow. 


MIRACLE-TREAD DIVISION 
Croddock-Terry Shoe Corporation 
Lynchburg, Virginio . 
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ELKS 
MEET WITH 
APPROVAL 





WHEN BACKED WITH 


Firestone Conhe 


THE QUALITY ELASTIC BACKING 


Your customers will find your elks the B.P.O.E. (Best Possible 

On Earth)...when you back them with Contro elastic. 

For Contro backing makes all shoes light-footed ... gives them 
pliable custom-like fit. What's more, Contro keeps this 

fitting shape through miles of wear . .. because it's the only elastic 
containing Vitalin, the life-giving rubber vitamin. 

Write Firestone, Akron, or our New York Sales Office, Empire State 
Building, New York 1, New York, for further information. 


*®REG. U.S. PAT. OFF 


(=e) Listen to the Voice of Firestone Monday Evenings over NBC 

















HOW HIGH 
IS HIGH? 





Speaking of animals, Mr. Giraffe is pretty high, 
especially when he pokes that long neck skyward. 
Speaking of prices, when a man tries to make 

an unreasonable profit, then the price is 

pretty high. The PHILADELPHIA Shoe Wholesalers 
pledge to hold the line against such prices. 

That is our pledge to you, Mr. Retailer, and we 
intend to keep that pledge! 


ALEXANDER RUBBER CO. * BANNER SHOE CO. * CAMITTA SHOE CO. * DAVID SHOE CO. * HARRY M. FEINSINGER 
SAMUEL FOX * FREEDMAN SHOE CO. * G. & G. SHOE CO. * MAX GONSHERY * HILL SHOE CO" * HUNN SHOE CO. 
HY QUALITY SHOE CO. * IDEAL SHOE CO. * JANTZEN SHOE CO. * JOHNSON SHOE CO. * KELLEY SHOE CO. * KOLB & CO. 
KRISCHER, ROGERS & FISCHER * 1. C. SHOE CO. * LYONS BROS. * M. MANDELBLATT * A. MELTZER * PAYES SHOE CO. 


R. PERLBERG * SAMUELS & LONDON * SCHAEFFER BROS. * J. SCHWARTZ SHOE CO. * STERN SHOE CO. 


SYLVANIA SHOE CO. * UNITED SHOE CO. * VANITY SHOES * KRISCHER KLINE SHOES 


PHILADELPHIA SHOE WHOLESALERS’ ASSOCIATION 
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Nothing can take the place of 
leather. Its position is as secure as 
the rock of Gibraltar. But modern 
science has created VINYL, a plas- 
tic which co-ordinates the task of 
leather in shoes, bags, and luggage. 


¢ 





STe, 


an 
. 


Now ... William Amer Co. 
presents the newest and most ad- 
vanced VINYLS... 







EMBOSSED 











Virgin Vinyls (not scrap), chemically 
balanced, compounded scientifically, fab- 
ricated with precision and carefully tested 
for service. 


These leather-like Vinyls, in films or sheet- 
ing, possess a superb toughness, uniform 
texture, and a complete color range in 
transparent, opaque and variegated 
effects. Economical cutting and easy 
handling are additional virtues. 


For full information, address Plastic Division 


WM. AMER CO. Wiladjphi 28, Bu. 
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MULLINS, TROWBRIDGE & CO., 40 South St., Boston 11, Mass «@ 
C. ROY FISHER, 45 Andrews St., Rochester 4, N. Y. e GEO W 
NEWMAN LEATHER CO., 232 E. 8th St., Cincinnati 2, Ohio; 30 W. 
Mound St., Columbus 15, Ohio e WM. M. TAGGART & CO., 1602 
Locust St., St. Lovis 3, Mo. @ A. A. WAKEFORD, INC., 918 N. 4th St. 
Milwaukee 3, Wis. e SAMUEL D. ALLEN, 193 2nd St., Son Francisco 5, 
Cal, © LUBELL HOCHMEYER, INC. 188 Williom St., New York 7,N. Y 
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«irs A Zuarterbacks JOB....” 


foresee any possible weaknesses in the 


A football team looks to the quarter- 
hack to call the plays that will bring 
victory. He knows where the weaknesses 
are in the opponents’ line. His ability 
to guide his men requires a thorough 
foundation in the fundamentals of the 
game plus his own originality. 

So it is with the lastmaker. He must 
have a thorough knowledge of the fun- 
damentals of shoemaking so that he can 


making of a good fitting shoe. His 
judgement, backed by a fundamentally 
sound method of making and grading 
accurate, fine fitting models will pro- 
vide shoemakers with lasts that pro- 
duce shoes that fit. That’s why the 
United Last method of modelmaking as- 
sures finer fitting footwear with the 


most flattering style lines. 


UNITED LAST COMPANY 


“Fit-Foremost Lasts” 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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WE MADE THIS STATEMENT IN 
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we make this further statement... 


In this current period of unstable market conditions, we 
pledge our every effort to hold prices to a reasonable 
level, and to continue to provide quality merchandise so 
that we may justify the faith which our customers have 
always placed in us. 


Known for Retiatle Footwear 





KRISCHER, ROGERS AND FISCHER 
20 NO. FOURTH STREET PHILADELPHIA 6, PA. 
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Wo. 1550— CHILDREN'S BOOTIE 


Elk Leather. Genuine Leather 
Soles. Red, Brown, Blue. Sizes: 


5-12 $2.25 
133 $2.50 Full sizes. 


& SHOE & SLIPPER CORPORATION 


200 CHURCH STREET NEW YORMMd3, N.Y 
Export Dept. Cable Address: PLAYTOPS, N.Y 
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a 
DESTINED FOR AN EVEN LIVELKER FUTURE! 


The liveliness and “kick” of the calf are be-born \in calf- 
skin and other shoe materials backed with (DARKEEN” 
elastic. Quality-controlled every step of the way— 
“DARLEEN” makes every step more buoyant. Yes, shoes 
have smoother fit... greater vitality 


a Derleen 


cASYSte 


DARLINGTON FABRICS CORP., 350 FIFTH AVE., N.Y. 1 
Rep. J. M. Perkins & Co., 47 West 34th Street, N. Y. 1, 
ST. LOUIS: Fred A. Lyons »* MILWAUKEE: Frank J. Kelly 


“BEST BY ANY TEST” 
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ashinglon newsreel 


by EUGENE J. HARDY 





Decontrol of the shoe economy caught official Washington off guard. 
This is clearly evidenced by the fact that the announcement came from Reconver-— 
sion Director John R. Steelman after the close of the Government's business day. 
Only a few top OPA officials were informed in advance. OPA's key pricing 
executives in the leather and shoe field were aboard a train returning to 
Washington from the National Shoe Fair when the announcement was made, com- 
pletely unaware that the ground had been cut out from under then. 


The decision proved that OPA no longer exists as a positive stabiliza— 


tion force. It also proved that the government is still governed by expedi- 
ency, rather than any combination of logic and common sense. Since the decision 
was made during the week of the National Shoe Fair, what would have been more 
logical than to permit the OPA officials in attendance to make the announcement? 


One of the oddest things about the decontrol decision is the fact that 
it was made in the face of complete unanimity between the Office of War Mobil— 
ization and Reconversion, OPA, CPA and the Department of Commerce that controls 
should be maintained if at all possible or practical. 


Why then were price controls dropped and why was it done at this 
particular time? Controls were dropped because several months ago forces were 


set_in motion which were impossible to resist for any considerable length of 
time. It was commonly charged that administration candidates, victims of these 
forces, exerted pressure on the White House for decontrol. Whether true or 
false, election returns clearly show that OWMR's surprise action was in vain. 

What has been the Washington reaction to decontrol? A quick poll of 
the government's key shoe men reveals almost complete agreement on their part 
that the shoe economy is headed for a boom and bust period, for the identical 
reasons set forth by CPA, which were recorded on this page on Nov. l. 


Regardless of the merits of this prediction, the fact that it is 
prevalent justifies some digging into the background of what led to decontrol 
in view of the opposition in Washington. Certainly, if the shoe trade is 
heading for inflation, followed by an equally precipitate deflation, it has a 
right to know where the responsibility lies. 


In practically all decontrol cases where prices have risen rapidly, 
key administration spokesmen have assailed the greedy profiteers who were 
allegedly responsible. But in the case of the shoe economy the responsibility 
lies directly in the lap of Reconversion Director John Steelman and his aide, 
Bob Turner. 

On June 26, 1946, these men decided to wipe out international hide 
and leather controls. This was the beginning of the end for shoe price control. 
The only moot question was how long OPA could hold out. It was hoped that 
controls might be held until the end of the year, when the inventory position 
would have been improved. But the situation disintegrated too rapidly. 


The only realistic structure around which a stabilization program 
could be built was a system of international controls. This had been the 
prevailing opinion in government and in the leather industry. 


Why, then, were these controls lifted, thereby throwing the world 
picture into chaos? The real reason will probably never be known, although 
more than a dozen different guesses have been advanced. Officials at OPA, CPA, 
and Commerce say [TURN TO PAGE 102B, PLEASE] 
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We asked for it.. 
and the shoe 


merchants let 
us have it- 


BUT GOOD! 


cS alam probably even more choosey about 
our clients here at Bloch Advertising 
than a shoemaker is of his wood. We just can’t 


operate until we're completely sold on a com- 
pany, its products and service. 


Recently a well-known women’s footwear man- 
ufacturer became a prospect. So we began to 
snoop. Executives are paid to be prejudiced —we 
don’t take their word. We haunted their factory. 
Interviewed wearers. Then we double-checked 
our findings with the final authority: we asked 
their dealers all over the country what they 
really thought of this firm. We told them to 
“write frankly, without pulling any punches. 


They did! Almost every dealer griped — that 
they can’t get enough of these shoes. That wasn’t 
unexpected, deliveries in all industries being 
what they are today. But then these hard-boiled 
shoe merchants went on to explain why they're 
extra unhappy about not getting more of this 
particular line. They wrote such things as these: 


“Service so far ahead that no one else is even a 
close second. They lead the field in quality, style 
and fit in their price range. We have more repeat 
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‘ business on these shoes than any other line we 


have ever carried.” 


“We have been so pleased with these shoes since 
1936 that we have not even considered a com- 
petitive line in our store.” 


“We can make more profit on these shoes. They 
fit better... styles very good.” 


“More complete overall line, we believe, than 
any other in style shoes of the same price range 
... if we had the choice of makers or brands 
in their field—we would not change.” 


“They buy the finest leathers the market has to 
afford ... we Jove to do business with them!” 


So we went after this account and got it. We're 
proud to be working with an outfit so many 
people think so much of. It’s Moulton-Bartley, 
Inc., of St. Louis—makers of the Mode Art and 
Mode Art Junior lines. 


They're a mighty good company to grow with! 
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k of the trade 


N ELSON A. MILLER, Chief, Mar- 
keting Division of the Office of 
Domestic Commerce, Department of 
Commerce, said at the annual meet- 
ing of the executives and trustees of 
the American Retail Federation: 
“Waste is waste and it costs 
money—to a retailer, to a whole- 
saler, or a manufacturer, and it 
costs money to society and to the 
consumer. Waste in retailing is paid 
for in a higher price to the con- 
sumer. A higher price means fewer 





goods bought for the same dollar, 
less money spent for other things, 
lower consumption, fewer goods 
manufactured, and fewer jobs in the 
long run. Less waste in distribution 
means lower prices and probably a 
greater consumption, more produc- 
tion and more jobs, not only in the 
factory but in the retail store. If 
we accept this doctrine of economy 
in business operations—the doc- 
trine of efficiency—there is only one 
logical course to take: ferret out 
the inefficient, wasteful and costly 
elements of business operations; 
put them under careful scrutiny and 
weigh the cost of each operation, 
each department and each function 
in the light of the results obtained 
by such costs. If an operation or a 
commodity or a department doesn’t 
pay its own way with money to 
spare, the kindest thing to your 
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business is to cut it out or make 
some other adjustment to reduce its 
cost to the store... . 


“The time is now here to get back 
to fundamentals—overhauling and 
replacing indifferent selling and 
service staffs; selecting new, pro- 
ficient selling personnel; training 
them to produce a high output per 
person; analyzing the cause of lost 
sales, returns, and mark-downs; 
checking the business outlook; ana- 
lyzing individual markets; and 
above all checking inventory and its 
salability.” 


* . * 


P. A. O'CONNELL, president of 
E. T. Slattery Company, Boston, 
Mass., says: 

“The honeymoon is over. For 
the past three or four years we 
could sell almost anything. Our 
problem was not the selling of mer- 
chandise but the securing of enough 
goods to satisfy the demand. A 
change has come about. There are 
signs of buyers’ resistance to too 
high prices and too poor quality. 
Competition for the consumer’s dol- 
lar will be very much keener—many 
kinds of goods are in greater abun- 
dance. Inventories are very much 
larger and growing rapidly. . . . 

“It is my considered opinion that 
inventories are much too high for 
comfort, not only too high but they 
are in badly balanced condition— 
too much unwanted and poor qual- 
ity merchandise while a shortage 
exists of needed wanted quality 
goods. 

“How are we going to liquidate 
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these huge accumulations? Many 
people are beginning to worry 
about them as a sign of a coming 
bust. If the consuming public 
should decide to limit their pur- 
chases to necessary goods by rea- 
son of the fact that prices are too 
high, then inventories would pre- 
sent a very serious problem. The 
question of determining the pub- 
lic’s intention becomes a vital fac- 
tor in merchandising. Many con- 


cerns are canceling orders on 





overdue deliveries while others are 
showing a strong intention not to 
stock up beyond what is considered 
their ability to dispose of without 
taking a loss. This applies to all 
merchants, large and small alike. It 
will result in greater care in plac- 
ing orders.” 
* . * 

A. EARL PUCKETT, president of 
Allied Stores Corporation, New 
York, says: 

“The American people naturally 
desire more and better things. In 
the past, business developed many 
tools and techniques of activating 
these desires. Largely, these tools 
have fallen into disuse and in some 
instances misuse. Some are per- 
haps obsolete. Certainly there has 
been little in the way of new de- 
velopment in the field of selling over 
the past fifteen years. If the fature 
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of our economy is to be a satis- 

factory one, all of us interested in 

distribution must dedicate ourselves 

to the making up of lost time in the 

development of the art of selling.” 
° - a 








BY REQUEST 

—Each day, the rails of our great 
transportation ms are being 
worn yo by To Hisnaeds of 
trains that are thundering in all 
directions. 

—Each day, the motors of millions 
of automobiles that are speeding 
along our highways and byways 
are becoming worn down and out 
and approaching obsolescence. 

—Each day, the sun and wind and 
rain and snow are beating upon 
our roofs and causing deteriora- 
tion and decay. 

—Each day, the pots and pans and 
kettles and things under those 
roofs are falling prey to the ever- 
active tyrant—Wear. 

—Each day, the coats and suits and 
stockings and shoes of 140,000,- 
000 restless people are falling 
upon evil days. 

—E£ach day, new babies are bein 
born to be fed and clothed ad 
cared for and educated up to 
their three score and ten years of 
existence. 

—E£ach day, the requirements of our 
people are getting heavier and 
the vacuum of replacement 
greater. 


President 





R OY L. THOMPSON, Chairman 
of the Price Decontrol Board brief.- 
ly summarizes the functions of the 
Board and its attitude in carrying 
out its responsibilities: 

“No one remains a successful 
business man long if he makes de- 
cisions on a hit-or-miss, guessing 
game basis. A business man mzust 
gather all the facts before him, 
study them carefully and then come 
out with a decision based upon the 
facts as he sees them. That is ex- 


actly the way the Price Decontrol 
Board has operated in the past, 
when called upon to act on prob- 
lems placed before it, and that is 
the method that the Board will fol- 
low in future decisions it is called 
upon to make. There are no short 
cuts to arriving at the right de- 
cisions. There are no substitutes 
for the facts upon which decisions 
should properly be based. 

“This, is the basic policy proce- 
dure of the Price Decontrol Board. 
Immediate expediency — political 
maneuvers — pressure from any 
source whatsoever, have not entered 
into the decisions the Board has 
made in the past. Furthermore, 
they will not enter into decisions we 
are called upon to make in the fu- 
ture. We were not created by Con- 
gress as a super price-control 
agency. The very name Congress 
gave us, “The Price Decontrol 
Board,’ would seem to indicate what 
we are set up to do. 

“Congress said that action must 
be taken to rapidly get production 
equal to demand if we are to make 
possible a successful transition to 
the peacetime economy of maximum 
employment, production and pur- 
chasing power under a system of 
free enterprise. Congress also said 
that unnecessary or unduly pro- 
longed controls over prices would 
slow up that production and that 
therefore controls should be ended 
as quickly as it is safe to do so. “As 
quickly as it is safe to do so.’ It 
seems to me that this phrase is the 
key to our job. Congress gave us 





the task of determining how fast it 
was safe to get from under price 
control—our policies in the final 
analysis will determine what this 
pace will be. 

“Another responsibility the Board 
has is to determine whether or not 
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any commodity should be recon- 
trolled. Before OPA or the Depart- 
ment of Agriculture can reestablish 
price controls over any commodity, 
the written consent of the Board 
must be obtained. 

“These two continuing functions 
of the Board over the next few 
months will set the general price 
decontrol policy of the government. 
The Board believes that Congress 


meant it to do just that.” 
* cm 7 


STANLEY J. PHILIPSON of Van 
Arden Shoe Co., New York, says: 

“We are concentrating upon an 
in-between season shoe — using 
leather combinations. No matter 
the conditions, women can use an 
in-between season shoe, particular- 
ly when seasons—as the shoe indus- 
try used to know them—are elimi- 
nated. It’s up to every store to have 
something on hand to stimulate 
sales, even though women have 
formed buying habits—to buy what 
they like—no matter the time of 
the year.” 


we 


“Can't start our Christmas shopping too early, Mike.” 
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Now It’s Up to Industry 


HAVING consistently advocated a free market for live- 
stock and all of the products that proceed therefrom, 
Boot anp SHoE RECORDER was as deeply gratified as 
were most shoe men by Reconversion Director Steel- 
man’s decision to decontrol prices of hides, skins, 
leather and shoes. ‘ 

As the REcorDER said in its November lst issue, in 
an editorial written before decontrol was announced, 
“You can’t have an industry half controlled and half 
free.” And in considering what constitutes an industry 
for purposes of price control, you have to go all the way 
to its sources of raw material. The manufacturer, for 
example, was prevented from obtaining the leather he 
needed because livestock and meat controls dried up the 
supply of raw materials for leather. Yet decontrol of 
livestock and meat failed to solve the problem and even- 
tually the government was obliged to recognize that 
only in a market completely free of price controls, from 
cattle to finished footwear, can shoe production and dis- 
tribution be maintained on a basis consistent with the 
shoe requirements of the American people. 

But price freedom, of itself, isn’t likely to prove a 
cure-all for the problems that confront the shoe trade. 
It will not, for example, instantly solve the problems of 
acute shortages that exist in leather and shoes. It may 
coax a considerable number of hides and skins out of 
hiding, but you can’t transform raw hides into leather 
and leather into shoes without a considerable time lag. 
Meanwhile, with supplies short and demand heavy in a 
free market, it isn’t difficult to imagine a feverish and 
highly disorganized situation, with prices rising to dizzy 
heights, causing consumer resistance, slackening de- 
mand and the eventual possibility of a buyers’ strike. 

The shoe industry could suffer irreparable injury and 
loss of prestige as the result of a situation like that. It 
could call down upon itself no end of damaging criti- 
cism. And the fact that price controls have been lifted 
affords no guarantee that other forms of ill-advised gov- 
ernmental regulation might not follow if the situation 
got completely out of hand. Talk of 100 per cent in- 
creases in shoe prices is definitely disturbing, both to 
trade and consumers. Fortunately the great majority 
of shoe men favor moderation, conservative action and 
a cautious approach to the price problem. 

It is inevitable that hide, leather and shoe prices must 
rise rather sharply, in view of the disparity that has 
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existed between controlled domestic hide, leather and 
skin prices and those prevailing in the world market. 
But we believe it will prove to be the part of wisdom 
in this situation for tanners, shoe manufacturers and 
merchants to exercise restraint and sound judgment 
from the long term point of view in determining their 
price policies from now on. 

The industry today is somewhat in the position of a 
political party, which, having criticized the opposition, 
is now called upon to assume the reins of government 
and determine what policies must be adopted to im- 
prove an unsatisfactory situation. We asked for it, 
and now we have been given what we asked for. It’s up 
te us to make good. Boot aNp SHOE RECORDER has an 
abiding faith in the common sense and good judgment 
of this honest and conservative old industry of ours. 
We feel confident that in this, its hour of grave respon- 
sibility, it will not fail to measure-up. 


The Verdict 


RESULTS of the election can only be interpreted as an 
expression of deep dissatisfaction with things as they 
are and have been. That, of course, could be said of 
most elections that result in defeat for the party in 
power, and especially when, as in this case, the overturn 
assumes landslide proportions. 

Looking a little more deeply into the reasons that 
motivated the millions of voters whose ballots were re- 
sponsible for the result, one can scarcely escape the 
conclusion that impatience over scarcities, shortages 
and high prices played a very important part in this in- 
stance. The meat shortage probably did more than any- 
thing else to crystallize popular resentment. Paradoxical 
as it may sound, the people were “all fed up.” Decontrol 
of livestock and meat and the improvement that fol- 
lowed simply clinched the opposition’s argument that 
something was radically wrong. In general, the voters 
reacted against the continuance of unnecessary govern- 
ment controls and restrictions in time of peace. 

In many sections of the country, resentment over 
strikes, slowdowns and what is considered to be the un- 
reasonable demands of labor also played a large part 
in the result. From now on, for a time at least, labor's 
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The best shoes 
you can buy 


are the best buy! 





In an open letter to Delman customers, H. B. Delman, 
president of the firm, said, in part: “We believe the 
power of our thousands of customers can do much to 
control shoe-inflation, through momentarily curtailed 
demands until leathers and supplies increase. We ask 
you to buy only that pair of shoes which you actually 
must have now, and for the present, refrain from antici- 
pating future needs. ... It is our belief that with freer 
supplies, we can step-up production which will in turn 
help offset run-away prices, providing we, and you, 
operate together for the common good. We shall sell 
our present stocks (and. we hope, all incoming shoes) 
at prices that prevailed prior to lifting of controls.” 


TWO days after decontrol of hides, leather and shoes, 
Boot AND SHOE ReEcorDER wired approximately 200 
manufacturers, tanners, retailers and suppliers from 
coast to coast and asked for opinions of the immediate 
industry outlook with special emphasis on how decon- 
trol would affect store inventories, prices and consumer 
demand. 

On most salient points the industry is in agreement: 

1. Current consumer buying is normal. As yet no 
signs of panic. A few isolated instances of increased 
demand have been reported. 

2. Some consumer resistance to higher prices but 
for the most part the consumer will pay as long as he 
feels he is getting quality and value. The consumer 
is more insistent on nationally advertised brands than 
ever. 

3. It will require 4 to 6 months to build up store in- 
ventories. Meanwhile shortages will still be evident. 

4. Retailers will operate under short term commit- 
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Free of Controls, 
Nhoe Trade Still 


ments and rigid inventory controls. Some have can- 
celed orders 5-6 months old. 

5. Price increases are expected. Retailers’ fear is 
that without restraint prices will get out of hand and 
be met by widespread buyers’ strikes. 

6. With the exercise of caution and common sense 
business should remain good at least through the first 
quarter of 1947. 

7. A downward trend is sure to come; the less dis- 
location now, the more gentle the let-down. 

All shoe manufacturers who responded to the Boor 
AND SHOE RECORDER wire see an advance in shoe 
prices. At present the leather market is fluctuating 
too rapidly to ascertain how much the increase will be. 
A women’s and children’s shoe manufacturer in the 
Milwaukee area reported advances in tanners’ prices 
ranging from 40 to 75 per cent. “With this incon- 
sistency it is impossible to formulate any prediction 
for the future,” he said. A prominent manufacturer 
of men’s shoes expects increases of from $1 to $3 per 
pair with several months elapsing before supply can 
take care of demand. “Shoe prices have been on a 
relatively lower basis than most other commodities,” 
he said. “Consumer demand will continue strong even 
at higher prices and shoe prices will remain on a high- 
er level than they have been for the past 15 years.” 

A Middle Western shoe manufacturer sees no deluge of 
leather supplies resulting from the decontrol but ex- 
pects steady and fairly rapid improvement. “The dan- 
ger now is unreasonably high prices which will definite- 
ly reduce consumer demand and stall the industry’s pro- 
gram to realize and sell maximum output,” he said 
“However, there is definite resistance to peak prices at 
both tanning and manufacturing levels. This is a healthy 
factor and may prove an effective restraining influence 
on prices. This is a period that calls for caution and 
the greatest possible cooperation between all elements 
of our industry,” he said. 

A well known Eastern manufacturer of men’s shoes 
thought it too early to tell how high finished leather 
prices will go. “Apparent initial quotations are based 
on 30 cent hides with linings up 30 per cent; side leath- 
ers up 45 per cent and welting up 50 per cent. First 
quotations on calf skins are fantastic and can be dis- 
regarded,” he said. This manufacturer also pointed 
out the necessity for intelligent buying by both manu- 
facturers and retailers. “The genuineness of the de- 
mand for men’s leather shoes will be put to critical test 
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Faces Difficult Problems of Price 


No Panic Signs in Consumer Buying; Rather Some Resis- 
tance to Higher Prices. Retailers See Four to Six Months 
Required to Build Stocks, Meanwhile Operating under 
Short Term Commitments and Rigid Inventory Controls. 


within the next 90 days,” he said. “Expect some con- 
sumer resistance to new prices but overall outlook for 
the future is excellent.” 

A prominent women’s shoe manufacturer declared 
that increased leather prices were sure to result in 
higher prices for shoes and mentioned in this connec- 
tion current quotations on kidskins of 51 to 55 cents 
as compared with previous prices of 33 to 37, and 
current patent leather quotations of 47 to 60 cents, as 
compared with 28 to 37 cents before decontrol. Soles 
are up 12 cents a pair, he said, and welt innersoles 10 
cents and more. 

This firm is shipping shoes daily but is not in a 
position to announce new prices until the leather mar- 
ket has become somewhat more stabilized, which he 
believes will be in about 10 days te two weeks. Shoes 
are billed at prices prevailing at time of shipment. 
Retailers are found to be increasingly inventory con- 
scious and more selective in their buying. 

A kid tanner said kid will continue to reflect costs 
of raw skins, which may rise following increases in 
calfskins. No immediate price changes are expected in 
the case of this particular tannery, as the output is 
sold up to January 1. The company official pointed 
out that in the case of kid and goatskins, OPA recog- 
nition had previously been given to the higher prices 
importers have had to pay for raw skins since the ter- 
mination of international price agreements last June. 
He said that every effort will be made to keep prices 
on a sound, sensible basis. 

One of the manufacturers of finer grade play shoes 
predicted prices will be increased on footwear of that 
category within the next 10 days. How much will de- 
pend not only on leather prices but also on labor nego- 
tiations and other factors. He said his firm will en- 
deavor to keep prices in line and estimated that ad- 
vances at this time may be in the neighborhood of 10 
to 12 per cent wholesale. He expressed the hope that 
retailers would hold increases to 15 to 18 per cent in 
the stores. 

Another prominent Eastern manufacturer urged re- 
straint in adjusting prices to immediate needs during 
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the period of fluctuation. “A calm, patient attitude 
for the next few weeks will help greatly in easing up 
into nearer normal operating conditions,” he said. 
“Conservation now . . . will go a long way in helping 
to avoid the depression in business which many fear.” 

A St. Louis manufacturer expects little change in 
consumer demand from a pairage standpoint but sees 
the consumer seeking “quality merchandise properly 
priced rather than extreme types regardless of price. 
Rapidly made decisions now may be extremely unwise. 
We shall make haste slowly.” 

Responses from retailers from widely separated sec- 
tions of the country show unanimity in a fear of run- 
away prices and of being caught with high inventories. 
Expecting increases, retailers almost without exception 
urge reasonableness. 

From a retailer in Sioux City, lowa: “Manufacturers 
and retailers must be very cautious in pricing their mer- 
chandise. Otherwise we will pay dearly for it.” From 
Long Beach, Cal.: “I do not believe the customer will 
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This photo was taken before decontrol news reached 
the Shoe Fair in Chicago. But it could have been an 
advance tip. Left to right: George Gayou, National 
Shoe Fair manager, and L. E. Langston, executive 
vice-president, 


National Shoe Retailers Association. 
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Incumbent and past presidents of N. S. R. A., meeting over the luncheon table, make plans for 

retailer activities, features of the Shoe Fair session. Left to right: E. C. Orr, Potter Shoe Co.. 

Cincinnati, O., president, N. S. R. A.; and O. W. Metzger, Wetherhold & Metzger, Allentown. 

Pa.; Harold Volk, Volk Bros. Co., Dallas, Tex.; and Harry Fontius, Fontius Shoe Co., Denver. 
Colo., all past presidents of the National Shoe Retailers Association. 


DECONTROL Thrills Crowds 


Record Crowd, Attending Industry-Wide Event in 
Chicago, Electrified by News of Lifting of Price 
Ceilings on Hides, Leathers, Shoes — Optimistic 
Atmosphere of Convention Heightened by Washing- 
ton Announcement of Hoped-for End of Controls 


Q VERSHADOWING all other events at the National 
Shoe Fair held in Chicago from October 27th through 
October 3lst, was the announcement of decontrol of 
hides, leathers and shoes, news of which reached that 
city late on Wednesday afternoon, October 30th. Com- 
ing after four days of feverish activity on the part of 
shoe manufacturers, wholesalers and retailers, the an- 
nouncement was greeted with an enthusiastic reception 
which offered a fitting climax to this industry-wide 
event. 

Even without this high spot, the Fair would have 
stood out in shoe trade history. One of the largest ever 
held, it opened with an atmosphere of confidence caused 
by the previous lifting of meat controls and the expecta- 
tion of a freer shoe and leather market. Shoe retailers 
were avid for shoes, and the great majority sought des- 
perately to obtain increased quotas to fill almost-empty 
shelves. Manufacturers, expecting the decontrol an- 
nouncement momentarily, concerned themselves with 
new developments which they planned to execute as 
soon as freer supplies of materials lifted their produc- 
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tion to a point where it met demand. All had an air of 
expectancy which heightened rather than diminished 
as the days went by. When the announcement finally 
came, the news was flashed almost immediately through 
hotel corridors and busy Loop streets from one conven- 
tion hotel to another. 





COMMITTEE NAMED TO STUDY PER CAPITA 
SALES POSSIBILITIES 


President Edward C. Orr, of the National Shoe Retailers 
Association, has appointed the following to represent his 
organization as members of a joint committee of retailers 
and manufacturers which will study ways and means of 
increasing per capita sales of shoes: Harold F. Volk, Volk 
Bro;., Dallas, Texas; George B. Hess, N. Hess Sons, Balti- 
more; William Cobb, Melville Shoe Corporation, New 
York; Frank Scheli, Sears, Roebuck & Co.; Marcus Rice, 
Famous-Barr, St. Louis. President Orr is a member ex-of- 
ficio of the committee. 

President Lawrence Sheppard, of the National Shoe 
Manufacturers Association, heads the list of committee 
members to represent his organization. The others cre 
Roger E. Selby, Selby Shoe Company; Guy E. Manley, E. 
P. Reed & Co.; L. V. Hershey, Hagerstown Shoe and Leg- 
ging Co.; Byron A. Gray, International Shoe Company. 
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TED ORR AGAIN HEADS N.S.R.A. 


Directors of the National Shoe Retailers Association 
met Tuesday evening of National Shoe Fair week in Chi- 
cago and re-elected Edward C. Orr, of Potter Shoe Com- 
pany, Cincinnati, as president for the coming year. David 
S. Hirschier, of Hotheimer's, Norfolk, was re-elected trea- 
surer. Vice-presidents chosen were George B. Hess, of N. 
Hess Sons, Baltimore; Albert Wachenheim, Jr., Imperial 
Shoe Store, New Orleans; Roy E. Stevens, Ottumwa, Ia.; 
Morris F. Cronkhite, Turrell's, Seattle. 

Balloting earlier in the day had resulted in the election 
of the following to the Board of Directors: 

Ben W. Childs, a former director from Thomas S. Childs, 
Inc., Holyoke, Mass.; Will Cobb, Melville Shoe Corp., who 
was recommended by the nominating committee; Henry 
H. Dahli, Thayer McNeil Co., Boston, who was re-elected; 
George B. Hess, N. Hess’ Sons, Baltimore, Md., re-elected; 
A. J. Pauly, Stix, Baer and Fuller Co., St. Louis, re-elected; 
Marcus Rice, Famous Barr Co., St. Louis, re-elected; Roy 
E. Stevens, Stevens Shoe Store, Ottumwa, lowa, re-elected; 
Albert Wachenheim, Jr., Imperial Shoe Store, New Orleans, 
re-elected; and Otto Warn, Warn and Warn, Spokane, 
who was recommended by the nominating committee. 





Participating in the Shoe Fair were four large Loop 
hotels—the Palmer House, which housed the Shoe Fair 
headquarters; the Morrison, the Chicagoan and the Sher- 
man. Because of a lack of exhibit space, as well as of 


at SHOE FAIR 


sleeping rooms, some other hotels, including the Drake, 
housed part of the overflow. 

A unique feature of this Shoe Fair was the Exhibi- 
tion Hall on the fourth floor of the Palmer House, 
where 100 displays were set up in attractive booths. 
Here were displayed trade publications, lines of sup- 
pliers and members of allied trades, as well as many 
boot and shoe lines. At the Morrison, headquarters for 
the St. Louis Shoe Manufacturers Association, was set 
up a Service Center for visiting shoe men. Taking its 
eue from the centers which were set up for servicemen 
during the war, this attraction proved of great help to 
many an out-of-town shoe man. 

The Fair was the occasion for the annual meetings 
of the two sponsoring associations, the National Shoe 
Retailers Association, and the National Shoe Manufac- 
turers Association. At these meetings officers were 
elected, and in many cases re-elected, for the coming 
year, and industry problems were freely discussed. 

At the three luncheon meetings held Monday, Tues- 
day and Wednesday in the Grand Ballroom of the 
Palmer House, and at the National Shoe Manufacturers’ 
Association dinner meeting which took place Monday 
evening, shoe men were given the opportunity to hear 
the opinions of industry leaders and political thinkers. 
Fulton Lewis, Jr., Mutual Broadcasting System’s Wash- 
ington commentator, was the feature speaker at the 
Monday luncheon; his comments on the Washington 
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scene were both pointed and caustic. At the Monday 
luncheon, Edward C. Orr, president of the National 
Shoe Retailers Association, who presided, proposed a 
joint committee composed of five retailers and five 
manufacturers, appointed by their respective associa- 
tions, to study the problem of creating a greater per 
capita consumption of shoes. 

“We might as well admit to ourselves,” he said, “that 
we’re going to have to dig into our bag of tricks and aim 
our resourcefulness in the direction of creating con- 
sumer desire. We're going to have to have what the 
consumers want, and we’re going to have to convince 
the consumers that they need more shoes than they have 
been accustomed to needing before. That is the nub, the 
crux, the kernel of this problem that faces us in the 
years ahead. 

“Mr. Sheppard, to you, as president of the Manufac- 
turers Association, may I suggest that you join with me, 
as head of the Retailers Association, to create this Com- 
mittee and that we, together, assume the responsibility 
of seeing that it starts to function immediately with the 
goal in mind of producing and distributing, at a profit, 
any number of pairs of shoes up to 700 million per 
year,” he continued. 

Lawrence B. Sheppard, president of the National Shoe 
Manufacturers Association, in replying to Mr. Orr’s 
proposal, offered the wholehearted co-operation of the 
association. He said: 

“As we turn our eyes to the future, there are many 
encouraging signs which point to the continued pros- 
perity of the industry. We are well aware that inven- 
tories at the retail level have diminished considerably. 
Herculean efforts to bring them back to a normal basis 
once again are being made. Given a proper supply of 
leather and other essential materials, it will not take 
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SHEPPARD RE-ELECTED N.S.M.A. PRESIDENT 


Lawrence 8B. Sheppard was re-elected president of the 
National Shoe Manufacturers Association at the Board 
of Directors’ meeting held in Chicago October 28th. Mr. 
Sheppord, who has been serving in that capacity for the 
past year, is president of The Hanover Shoe Company, 
Hanover, Pa. The following officers were also re-elected: 
W. W. Stephenson, executive vice-president; Harold R. 
Quimby, secretary; and E. S. Gerberich, Gerberich-Payne 
Shoe Co., Mt. Joy, Pa., who has served as treasurer of 
the association since January 14, 1929. 

Named as vice-presidents were: B. Harrison Cort, Stacy- 
Adams Co., Brockton, Mass.; Irving S. Florsheim, Florsheim 
Shoe Co., Chicago, Ill.; Maxey Jarman, General Shoe Corp., 
Nashville, Tenn.; J. L. Moran, Moran Shoe Co., Carlyle, Iil.; 
and Joseph S. Stern, the United States Shoe Corp., Cin- 
cinnati, O. Past-presidents and past-chairmen of the 
Board of Directors who will serve as honorary vice-presi- 
dents are: J. Franklin McElwain, J. F. McElwain Co., Bos- 
ton, Mass.; Henry W. Cook, A. E. Nettleton Co., Syracuse, 
N. Y.; Harold C. Keith, George E. Keith Co., Brockton, 
Mass.; Roger A. Selby, Selby Shoe Co., Portsmouth, O.; 
Frederick A. Miller, H. C. Godman Co., Columbus, O.; 
L. V. Hershey, Hagerstown Shoe and Legging Co., Hagers- 
town, Md.; Guy E. Manley, E. P. Reed & Co., Rochester, N. Y. 

















Perforations and grooved 
heel attractive features of 
this Hill and Dale Classics 
by DPixon-Bartlett. 













(.N the shoe industry business minds 
concerned with prices and ceilings 
have not been alone in maintaining a 
cautious attitude toward the new sea- 
son. Style thinking showed the same 
tendency to mark time until the price 
situation should be adjusted to current 
needs. When decontrol on leathers and 
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by ELEANOR RUTLEDGE Ss 


Fine pleating softens this N 
tailored stepin model from 
Dr. M. W. Locke. 


Pretty tailored pump 
with perforated tongue. 
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shoes did finally come toward the end 
of the Chicago Show, the first concern 
was regarding prices. New styles will 
no doubt follow as fast as we enter a 
free competitive market. 

Decontrol, however, and all that it 
is expected to lead to in the increased 
supply of much-needed leather and 
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New Style Interest. 


Extension sole and 
perforations smart 
style features in 
Skuffies Foot Saver 
by Julian & Ko- 


kenge Company. sofsly 


shoes could not, of course, have any 
immediate effect 
shown at the biggest of the Spring 
Shows, the Chicago Fair. In the lines 
displayed there particularly outstand- 
ing was the improved styling of con- 


on Spring styles 


servative lines. For years we have been 
talking about, and hoping for, a 
changed style thinking on the part of 
the makers of these types which are 
the bread and butter business of the 
industry. Little by little some of these 
manufacturers have been introducing a 
few new patterns . . . a younger look- 
ing oxford with walled last and moc- 
casin treatment to supplement one of 
the perennial gypsy seam oxfords or a 
walled toe pump on a medium heel for 
the conservative woman needs 
comfort without actual comfort fea- 
tures. One or two manufacturers of 
conservative and feature types have 
gone even further and introduced, in 


who 


the past few seasons, open toes and 
sling backs into their lines. 

In the Spring styles from these man- 
ufacturers all these treatments are to 
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High-riding shoe with 

handled high 

front from Foot De- 
light Shoe Co. 


REVEALED AT THE SHOWS 


Spring Showings in Chicago, New York and Boston Emphasized Higher- 
Riding Patterns, Many Opened-Up for Spring, and Softer Handling of 
Tailored and Casual, as Well as Dressy, Types. Conservative Shoes Given 


Interesting red 
A Walk-Over 
shoe by Geo. E. Keith. 


combination. 


Comfort plus 


ing 


be found plus other improvements. all 
tending toward younger looking, pret- 
tier shoes. More factories are making 
low heel shoes, 14/8 and under, with 
a growing realization that the broad 
treads and comfortable heels of youth- 
ful style shoes can be equally applica- 
ble to their lines. The smart treatments 
used on tailored shoes by style houses 
are also frequently seen on the more 
conservative tailored shoes. Extension 
soles, not new in themselves, are new 
in many of these shoes. White stitch- 
ing, dramatizing these soles, is also 
being used. Perforations, pleatings and 
bows have been given new interest. 
Color contrast is another way of styling 
up conservative lines. Judging by rep- 
resentative examples, we should see an 
increasing fashion awareness on the 
part of manufacturers of conservative 
types for Spring 1947 and even more 
for the seasons following. 

As to general trends in all types, 
Spring styles followed pretty closely 
Fall lines. What the next weeks ‘may 
bring out in new ideas is another mat- 
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open toe sling from Irv- 
Drew Shoe Corp. 








and white 












































New masked effect 

in high-riding shoe 

with vamp open- 

ing. A Styl-Eez 
by Selby. 


High heel baby last 
pump in wine from 
Thomas Cort Ltd. 


ter. Forward-looking manufacturers 
have been quietly preparing for the 
time when they would be able to put 
materials and production into radically 
new styles and no one can predict 
positively when that time will come. 
Estimates range anywhere from 60 
days to six months. 

Indications of what some of the new 
trends may be were to be found in the 
recent shows. It looks as though we 
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may expect to see many more high- 
riding shoes, opened-up for Spring and 
Summer. Straps are becoming much 
more important. Sabot straps, cross 
straps, wishbone straps are all de- 
finitely in the Spring and Summer pic- 
ture. These are part of the trend to 
higher-riding effects. A series of bands 

. - most frequently three in number 
. . - placed at intervals across the in- 
step show signs of becoming an im- 
portant style trend. They also are part 
of the trend noted above to opened-up 
high-riding patterns. By Fall this feel- 
ing may well bring in the boot sil- 
houette, especially in casual types 
where it has already made a good 


start. 
Another trend, not new but increas- 










Baby toe perforated sandal, 
11/8 heel from M. Wolf's 
Sons. 
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ingly significant, is the softer handling 
of materials and of treatments. Drap- 
ing and shirring and pleating are ap- 
pearing in casual lines as well as in 
dressy shoes. In tailored shoes this 
feeling for softness is expressed in less 
severely tailored bows, in the in- 
creased use of contrast stitching and 
attractive arrangements of perfora- 
tions. Metal, chiefly gold, ornaments 
in the shape of rings and discs is giv- 
ing a°new look to many of the more 
softly tailored shoes. Some of the New 
York style houses are featuring small 
jeweled ornaments at the throat in- 
stead of large, rather fussy trimmings. 
Fine detailing is a special feature of 
these manufacturers. Piping, under- 
lays, braiding, stitching and appliqués 


Low heel wedgie in all-over 
white from Natural Bridge. 


Shank’s Mare type with tan 
tip and foxing from A. G. 


are typical ways of trimming high 
style shoes this season. Many new 
methods of treating platform soles are 
also noteworthy. Several manufactur- 
ers are now using a molded effect on 
these soles. 

The general opinion regarding open 
vs. closed patterns continues to be that 
there is unquestionably a greater de- 
mand for closed patterns. Even here, 
however, some manufacturers, as well 
as retailers, consider that this demand 
has been over-estimated because of the 
fact that there is a shortage of such 
shoes and this fact creates the impres- 
sion of a growing demand. The manu- 
facturers who admit the increased de- 
mand, however, add that the Spring 

[TURN TO PAGE 102B, PLEASE] 


Youthful pump with 

extension sole. A 

Walk-Over Easi-Gait 
by Geo. E. Keith. 







Distinguished ornament, lea- 
ther button set in gold. One 
of Mademoiselle’s “Metal 
Urge” series by Carlisle. 
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RUBBER SOLE SHOES 
BEGIN STYLE COMEBACK +: : 


Greater Variety in Rubber Sole Shoes Is 

Available for the Coming Spring and Sum- 

mer as Rubber Companies Are Able to Sup- 
ply Pre-War Colors and Styles. 


For the first time since the war, blue, as well as 
basic colors, will be available in active sport 
shoes and white soles will be back again, as 
white rubber compounds, made of pure natural 
rubber, are obtainable. 

In addition to these signs of a return to nor- 
mal-conditions, there are the lines of leisure . . . 
as distinguished from active sport .. . shoes. All 
the rubber companies who specialized in this 
type in the past will be introducing their new 


lines during the coming months. Some are Three Keds from United States Rubber Company, all with the “Keds 
ready with them now. Both types . . . the active Shock-Proof Arch Construction” and non-marking soles; all washable; 
sport and the leisure rubber-sole shoes . . . are all made over lasts scientifically designed for shoes of this type and all 


: : ; made with two-piece upper constructions with different right and left 
expected to be in bigger demand than there will sides. Women’s Cross-Court Oxford, allsvhite; available for first time 
be supply this coming season. All that the manu- in blue. Boys’ brown Climber Bal lace-+to-toe style, with white foxing 

[TURN TO PAGE 125, PLEASE] and non-marking soles. Men’s Cager Bal in black with two-color foxing. 


Left: Three Ball-Band shoes from Misha- 
waka Rubber and Woolen Manufacturing 
Co. One of the men’s “Casuals,” a moccasin 
tie in Beaver Brown with Sandune trim. 
Women’s “Nantucket” sabot strap in white 
with red trim, with “Duo-Texture” platform 
and cleanable upper. Both these shoes com- 
bine vulcanization with a slip-lasted con- 
struction and have the new Arch-Gard with 
three-point suspension. Child’s white Ard- 
more Sport shoe. 
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Right: Lace-to-toe Hi-Cut Serv-Arch 
pla-shu for boys in brown duck .. . 
also available in black . . . with crepe 
colored non-marking outsole, and 
quarter and back stay reinforcement: 
also a sanitary Serv-Arch insole. From 
the Servus Rubber Company. 
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salesmen and 


Above: Shoes and Seals 

Partial view of the elaborate “Big Top’ 

Show, Pli-Mode Shoe Combany's novel 

end colorful display in the Embassy 

Room, Hotel Morrison. A full scale 
circus was the theme of this room. 
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One of a series of articles to 
help the shoe retailer get the 
best results from his advertis- 
ing and promotion campaigns. 


“Dear Sir—Enclosed find $10 for 
which please send me . . .” 

Every shoe merchant has re- 
ceived letters like that—mail orders. 
They represent extra profits in ad- 
dition to routine over-the-counter 
sales. Yet few shoe merchants have 
ever cultivated the lush mail order 
market. 

Some say that filling mail orders 
is “extra trouble.”. Handled rightly 
—and cultivated with care—mail 
order selling can boost profits enor- 
mously. Big businesses, witness the 
large mail order houses, have been 
founded on it. , 

The right kind of advertising is 
the secret sesame for creating mail 
order sales. Shoe stores in big cities 


and little communities can use ad- 
vertising to cultivate a source of 
dollars possibly as large as regular 
in-store trade. 

Here are pointers which the suc- 
cessful retail mail order houses ob- 
serve in advertising for mail or- 
ders: 

Give the customer a complete de- 
scription. Since mail order buyers 
must perforce purchase without op- 
portunity to examine their shoes, 
they need to know all vital facts 
about the product. These go into 
mail order copy—along with an 
appeal to a vital buying motivation. 

All selling copy should have a 
final “hook” to goad the reader 
into action. Mail order copy can’t 
sell without it. Point out reasons 
why the reader should take action 
now. 

Make it easy for him to order. A 





coupon to be marked will boost re- 
turns. 

Make advertising easy to read. 
Always important, this is doubly so 
in mail order publicity. Use legible 
type faces, avoid fancy frills, strive 
for legibility. Don’t make the reader 
puzzle out which picture goes with 
the descriptive copy. 

Make it easy for him to buy. 
Point out ease of purchasing money 
order, filling out of check, etc. Most 
mail order companies find it advis- 
able to warn against sending cash. 

Where should the shoe dealer ad- 
vertise? His own newspaper is a 
happy medium. Letters are fine—if 
he has the right mailing list. So are 
folders, broadsides and pamphlets. 

Since most newspapers in both 
cities and towns circulate outside of 
their immediate areas, they offer a 
good mail order medium. Other 

[TURN TO PAGE 118, PLEASE] 
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DEWEY AND ALMY CHEMICAL CO. 


CAMBRIDGE 40, MASS. 
MONTREAL 32, CANADA 
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Ranch house atmosphere 
dominates the shoe store. 
In this photograph part of 
the murals can be seen. Chil- 
- dren’s attention is riveted on 
the interesting scenes before 
them and they are relaxed 
while they are fitted. 


ild West Murals Capture 


The Modern Youth Shoe Shop in Lansing, 
Michigan, Has Solved the Problem of 
Keeping the Child Customer Happy 
While Being Fitted—and Has Found an 
Effective Way of Meeting Competition. 


WHILE shoe stores selling children’s footwear exclu- 
sively are common in the larger cities, such stores are a 
rarity in towns of 100,000 population and less. To show 
a profit in towns of this size, the juvenile store must 
meet the competition offered by regular stores carrying 
children’s shoes, continually attract new business, and, 
most important, bring satisfied buyers back for repeat 
purchases. 

Operators of juvenile shoe stores know that a fitting 
made while the child is quiet and relaxed is appreciated 
by the mother and increases the possibility that she will 
return to the store. If the child’s attention can be di- 
verted from the business of fitting, the purchase can be 
made with a minimum of fuss, gratifying to both mother 
and salesman. 

Creation of an unusual atmosphere by means of the 
store decoration and furnishings will usually hold the 
small child’s attention. The Modern Youth Shoe Shop 
at 8 Michigan Theatre Arcade, Lansing, Mich., is pat- 
terned after an old-style Western ranch house. Around 
the upper half of the store’s walls are painted scenes of 
the early West—a speeding, horse drawn stagecoach 
silhouetted against the desert; a cowboy riding a buck- 
bronco and other scenes of a like nature. 
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The Young Trade 


The wall decorations are painted in colors that con- 
trast with a light background. The lower walls are of 
natural wood, varnished and trimmed in green as are 
the benches around the three sides of the shop. The 
ranch house atmosphere is further heightened by two 
large wagon wheels suspended from the ceiling. From 
these are hung light fixtures shaped like old-fashioned 
lanterns. The floor is covered completely with brown 
and grey tile which distinctively complements the rest 
of the store interior. 

When the modern, fluorescent lighting is turned on 
at night the whole interior of the store glistens in the 
shadows of the arcade and immediately draws the eye 
of passers-by. In fact, many customers coming into the 
store for the first time remark that the store’s interior 
attracted their attention while they were waiting in line 
for the movie adjacent to the Modern Youth Shoe Shop; 
the impression left by the attractive lighting and window 
display influenced them in choosing the place for their 
next purchase of children’s shoes. 

All stock is kept in a rear room not visible to cus- 
tomers in the fitting room. A curtained doorway con- 
nects the two rooms. 

[TURN TO PAGE 118, PLEASE] 
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LL 2 v4 MEANS SELL-EASE 


A SELBY SHOE 


Leave it to Styl-EEZ to make friends and influence 
ankles. These are the shoes keyed to fashion 


—with the famous “Flare-Fit” innersole. 








Your customers always come back 
/ to you for more of 
the same smart Styl-EEZ 


satisfaction. 






A SELBY SHOE 


The Selby Shoe Company 


PORTSMOUTH, OHIO 
Selly ARCH PRESERVER + STYL-EEZ + ACTIVE MODERNS + TRU-POISE 
Cod. EASY GOERS - PHYSICAL CULTURE + GROUND GRIPPER - CANTILEVER 


NEW YORK OFFICE: 3120 Empire State Building « LOS ANGELES OFFICE: 816 Haas. Building 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mapacturing nd Martels 


Boston 


S$ uPPLY now equals demand in at least some types of 
footwear made in New England factories. Manufacturers 
and wholesalers both report that this condition is true inso- 
far as house slippers, hand-sewn moccasin-front casuals and 
play shoe types of several kinds are concerned. This is 
due, they say, partly to a falling off in demand and partly 
to expanded productive capacity during the war period. 

No such condition, however, confronts the manufacturer 
of leather shoes, most of whom, operating on a part-time 
basis because of the shortage of materials, cannot begin to 
keep abreast of the orders on their books. Production in 
this segment of the industry gives the appearance of shrink- 
ing as the demand grows larger. The pressure brought by 
buyers, big and little, is more intense than ever. First noted 
during the Boston Shoe Show in the third week of 
October, the demand has been steadily accelerating with 
little prospect of abatement much before early Spring. 
This applies to all shoes of leather—men’s, women’s and 
children’s. Of these, men’s shoes are, of course, the hard- 
est hit, with children’s a close second. Slightly increased 
supplies of kid leather are expected to ease conditions 
somewhat in women’s shoes. 

Shortages of materials accounts also for a sharp drop in 
orders placed in the Massachusetts shoe and leather indus- 
tries, as noted by the Associated Industries of Massachu- 
setts. The index figure representing orders placed during 
the month of September for the first time this year has 
dropped below the comparable month of 1945 and is far 
below the index figure for August of this year. The de- 
crease from August is 22 per cent. September of this year 
was 3 per cent below September, 1945. 

While considerably relieved by Washington’s action in 
decontrolling shoes as well as shoe materials, manufac- 
turers did not believe there would be any immediate effect 
insofar as relief from shortages is concerned. They were 
unwilling, furthermore, to estimate how much of a price in- 
crease will follow the decontrol action—accepting, for the 
moment, at least, OPA’s 20 per cent guess. 


New York 


Qua.ity manufacturers in the New York market have 
indicated a willingness to hold the price line as long as 
possible, pointing out, however, that future shoe prices 
cannot be predicted until leather prices are determined. 
While waiting for hide and leather prices to crystallize, 
many manufacturers are purchasing leather on a day-to- 
day basis. Although most of them currently have little or 
no inventory, they have expressed a desire to maintain 
prices that exist today; hence, if leather prices finally 
settle at levels only slightly above pre-decontrol, some 
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have indicated they will attempt to absorb the difference. 

There is some evidence of a reshuffling of quotas to 
expand distribution of fine shoes. At the same time, a 
shortage of such shoes, at least until the end of April, is 
forecast. 

Increased buyer selectivity and insistence on value is 
considered a good sign here. Quality makers believe their 
sales might well increase, rather than fall off, as a result 
of decontrol and ensuing consumer discrimination. They 
feel that pairage demand will be maintained and that 
recognized top brands will hold a big advantage over war- 
time brands, many of which will now lose the support of 
the buying public. 


= 
Chicago 

| F anyone thought the shoe business needed a shot in the 
arm, certainly the National Shoe Fair recently held in 
Chicago contributed this, for there was great enthusiasm 
on the part of all visitors. All expressed themselves as 
giatified that the manufacturers were able to show the 
extensive lines they did in view of the great handicaps 
under which the industry has worked for several years. 
Of course, the final note of excitement and gratification 
was struck on the last day of the show when the official 
OPA announcement came that all ceilings were lifted on 
footwear. 

Even though the government price control bureau stated 
that it anticipated an almost immediate rise in shoe prices 
of from 20 to 30 per cent, most shoe men are of the con- 
viction that increases will not be as great as this. That 
there will be some rise is, of course, inevitable. Even the 
man on the street realizes this, since obviously any in- 
creased cost, whether it is in leathers or labor or other 
materials, must be reflected in higher retail prices. But 
it is the general opinion that every phase of the shoe in- 
dustry is eager and anxious to prove that a return to the 
much-vaunted “free enterprise” is a desirable thing, and 
that therefore they must show proof that this freedom also 
carries a responsibility, i.c., not to let prices get out of 
hand. 

The average consumer is a better-educated person today 
on the subject of economics in general terms than he was, 
say, 25 years ago. The food shortage, or, more specifically, 
the recent meat situation, has educated the average house- 
wife to the extent that she has learned rapidly that if she 
refuses excessive prices dn certain given commodities, the 
prices on those items retreat from the “high and mighty” 
class. Every merchant, no matter what items he deals in, 
is sensitive to the consumer’s reaction. With this in mind, 
the shoe industry is definitely not out to gouge the cus- 
tomer. This is the basic thinking within the shoe industry 
as a whole, that prices‘ must be kept within reason. That 
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... are ready for immediate delivery in a full 
range of beautiful colors (Sapphire, Green, 

Brown Rum, Town Brown, Black, White, 
Italian Blue, Red, Burgundy Wine, 


Cafe au Lait) and including 


Frolesiel 


PLASTICS COMPANY 
BOSTON 11, MASS. 
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. T -means a shoe that’s extra good! 

















| On rubber soled shoes, look for Avon Du-Flex GRISTLE, Avon 


Du-Flex NAP or Avon Du-Flex GUMSAR. On dress shoes look 

for AVONITE, the new Avon sole with the look of leather 
and three times the wear. All these soles are firm, resilient, 
waterproof, and very long wearing. Avon Soles are 
used by manufacturers to whom quality of materials 
is more important than price. That’s why Avon 


on the sole means an extra good shoe. 


yon 
Durie 


TRADE MARK 





AVON SOLE COMPANY 
AVON, MASSACHUSETTS 


Specialists in the production of fine quality sole materials 
for thirty-five years 


| 
\ AVON SOLES ARE 


| 
} 


\ NATIONALLY ADVERTISED 
\ 


\ IN COLOR IN 
LEADING MAGAZINES 
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MESH 


SHUGOR 


If the antics of the shoe materials markets 
have you groggy .. . if you are faced with 
the sixty-four-dollar question of getting style- 
ful materials that flatter your customers, 
and fit their feet . . . we suggest MESH 
SHUGOR now available in the 12" width. 
This width lends itself to many styleful ideas 
as suggested in these photographs. MESH 
SHUGOR stretches the supply of upper 
materials. lt permits style-versatility in plan- 
ning. Entire uppers, if you desire, may be 
made of MESH SHUGOR. You can make 
three pairs of shoes instead of two — if you 


use MESH SHUGOR wisely. 


Vili ee WRITE US FOR 
SUGGESTIONS IN 
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A Winner... 


THAT MEANS MORE PROFIT 
.-- FASTER TURNOVER 
FOR YOU 


It's a Trimfoot advertisement from 
a recent issue of a national maga- 
zine. Scientific methods of measure- 
ment prove conclusively that this ad 
was read and recognized by more 
parents than any other shoe adver- 
tisement in the same issue regard- 


less of size or color. 


This.bang-up advertising job means 
quick turnover and profit for you 
as_a.Trimfoot shoe dealer. Mothers 
readily accept a nationally adver- 
tised brand of shoes for their chil- 
dren. They are quick to sense the 
fact that Trimfoot- Baby Deer and 
Pre-School shoes are real shoe val- 
ves — produced fo sell profitably 


at a reasonable price. 





PRE-SCHOOL 
SHOES 





SABY DEER 
SHOES 





SIZES FROM BIRTH TO AGE 5 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 
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FORMAL SEASON BEGINS 
IN NEW YORK 


EVENING shoes in a variety of mate- 
rials have been attracting increasing 
attention the past few weeks in New 
York. With the demand greatly ex- 
ceeding supply, stores are selling what- 
ever silver or gold kid they have been 
able to procure, silver and gold 
meshes, a very limited number of bro- 
cades and tintable failles and satins. 
High style stores are showing elabo- 
rately embroidered and beaded san- 
dals; rhinestones on blacksatin make 
a highly priced and glamorous shoe in 
one such store. Low heel meshes are 
selling to the younger trade. High 
heels in kid have sold fast. Platforms 
are reported as being very popular. 
Where, in normal years, black suede 
cocktail shoes would be accounting for 
a large volume of sales, the same situa- 
tion of limited supply is limiting this 
business. 

In street types, some suedes, calf- 
skins, gabardines and last, but not 
least, reptiles are all selling. South 
American reptile shoes—some in high 
colors—continue to meet a need and 
fill in stocks. There is a steady demand 
for casual low heel types in leather. 
One style store reported that medium 
heel shoes were expected to sell better 
later. The closed toe, open back, un- 
trimmed pump continues to be a best 
seller. In addition to black and brown 
wine is selling well where there are 
stocks. 

Very little consumer reaction has 
been noted after the decontrol of 
leather and shoes. Women are not 
rushing in to stock up on shoes before 
prices go higher. One style store re- 
ported that it would not be possible for 
high priced merchandise like theirs to 
go higher. They expected to have to 
tbsorb the cost, probably in conjunc- 
tion with the manufacturer. 

* * * 


BOSTON RETAILERS SEEK 
LOW PRICED SHOES 


HE consensus among Boston shoe re 
tailers is that the decontrol of shoe 
prices, while solving some of their 
problems, has also presented them 
with a new one—how to fill the gaps 
in their price lines which will be 
created when shoe prices are ad- 
vanced. All have among their custom- 
ers women with fixed incomes who. 
these merchants feel, will continue to 
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expect to buy shoes at prices ty which 
they have been accustomed. While the 
vast majority of stores, therefore, will 
continue to carry the lines they have 
stocked for years, they are now in the 
market for other and slightly lower- 
priced lines to fill the gaps above refer- 
red to. 

In the meantime, they continue to 
lose sales because of inability to fit 
er because they do not have wanted 
styles. For several weeks, there has 
been a consistent demand from women 
tor leather shoes with closed heels— 
“seasonal shoes,” as one merchant put 
it recently—and, judging from mer- 
chant comment, these types*at present 
constitute not more than 20 per cent of 
the stock on hand. 

In six stores visited, the windows of 
which showed a grand total of slightly 








The return of kangaroo is heralded 
in an Edwin Clapp shoe shown by 
Weber and Heilbroner. 


medium 


LOWEN of the leteil baule 


more than 100 styles of one kind or 
another, there were not more than "18 
types of leather with closed 
heels. These ranged in pattern all the 
way from the severely plain strip 
pump to elaborately decorated pumps 
with striking bows, ties and oxfords. 
Bleck suede and smooth calf are most 
in demand. 

Throughout the two-week 
ended November 2, also, there have 
been reports of price resistance and 
refusals on the part of merchants to 
confirm memorandum orders previous- 
ly placed. Merchants themselves con- 
firm the latter but explain it by saying 
that the action taken was only in the 
case either of shoes long overdue or 
those of unwanted materials, or both. 
The volume involved, they say, was 
comparatively small. They expect the 
demand for shoes to continue for some 
time and report sales gains over last 
year of as much as 10 per cent in pairs 

the percentage being higher, of 
course, in terms of dollar volume. 


sh« es 


period 


In discussing price resistance, con- 
fined to a few stores selling dress shoes 
in the higher price brackets, they point 
out that there has been no objection to 
prices from regular customers or from 
those acquainted with the 
prices. It has come largely, they say, 
from transient customers. 


store’s 
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LACK MEDIUM PRICED 
SHOES IN SAN FRANCISCO 


SALES in the shoe stores in the San 
Francisco area are being held back by 
a lack of merchandise in the medium 
priced brackets. While total sales vol- 
umes in most of the department and 
independent shoe stores are running 
well over a year ago the unit sales are 
fewer. The increased gross dollar 
totals are due to the promotion of high- 
er priced lines and not to a larger 
number of unit sales. 

Comparatively small numbers of 
priced footwear are being 
shown in the leading stores. Stocks 
are low, and althouglt some shipments 
are being received,.they are usually 
disposed of very quickly, and the mer- 
chants are forced to depend upon 
novelty and higher priced numbers to 
keep up their sales volume. Many cus- 
tomers, however, are showing an in- 
clination not to buy just now if they 
cannot find what they want, but are- 
showing a determination to wait until 
they can get the medium. priced mod- 
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els. There is some indication that the 
buyers’ strike move nent to force lower 
prices may reach to the shoe stores as 
welLas food stores. 

Forward-looking merchants are cau- 
tioning their salespeople against the 
take-it-or-leave-it attitude that~ has 
been evident in many of the stores dur- 
ing the past two or three years. They 
are looking ahead to the time in the 
near future when stocks will again be 
plentiful and customers will again 
choose the stores where they have re- 
ceived courteous treatment. 

The sales emphasis at present seems 
to be on reptiles, and they are being 
featured in advertising and window 
displays in all shades and models. 

Individual displays of shoes have not 
been featured so much in department 
store windows recently. Instead, 
matching shoes have been included 
with displays of Fall suits, coats, and 








dresses, to carry out the idea of a com- 
plete matching outfit. 

Some stores are already showing 
holiday merchandise and indications 
are that many customers will do their 
Christmas shopping very early. 

There is a general feeling of opti- 
mism here over the release of price 
controls on shoes and leather. 

* * 7 


CHICAGO STORES 
SHOW SUEDES 


Witn the National Shoe Fair in town, 
all stores carrying footwear were anx- 
ious to put their best foot forward. 
Smart show windows were the order of 
the day. In a setting of purple grapes 
and purple drapes, Joseph showed 
their new “Chianti Wine” shoes, of a 
rich deep red calf with matching hand- 
bags. I. Miller in the upper Michigan 
Avenue shop used a background of 


cream paper dotted with large golden” 


discs to set off their newest and smart- 
test suedes. 

Suddenly, after many weeks of no 
suedes at all, shops are showing them 
now in quantity. Mandel’s are offer- 
ing a wide variety, some in punchwork 
suede, some plain, but all mounted on 
platform soles. Suedes that really 
.sparkle are currently being shown by 
Stevens in slings with high platforms 
studded with gilt or color. 
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Chianti Wine, a new Fali shade, was 
shown by Joseph's of Chicago in this 
attractive ad. 





The controversy of open versus 
closed shoe styling has now reached 
the low& brackets, for several chains 
specializing in prices at $5 and less 
are now featuring considerable variety 
in shoes with the “new closed-up look.” 
However, that question is still far from 
settled, for all shoe men state that they 
still sell more slings and open toes. 
However, this is not the complete an- 
swer, for most stores have numerically 
more shoes of the open variety to sell. 
The general belief is that slings will 
continue to be sought, but when open 
toes are wanted it is the very tiny 
openings which are preferred. 

Flats continue to be extremely popu- 
lar, especially among the teen-age 
crowd. The 6/8 heels and low wedgies 
are the most favored among these. 
Ballet slippers of satin and in gilt 
leathers are frequently to be noted at 
the opera and other full-dress affairs, 
as well as many gold and silver 
thonged sandals of Grecian derivation, 
inust of these, too, with low heels. Thus 
the bulk of purchasing is mainly in 
the two extremes, either flat flats, or 
the very high heeled shoe. 

Occasional novelties appear’in the 
retail picture. Field’s currently are 
promoting play shoes of bright colored 
California suede, with large pouchy 
over-shoulder bags to match. But for 
the most part, novelties are in the eve- 
ning field, where gilt-embroidered fab- 
rics, gilt- or rhinestone-studded velvets, 
multi-colored lamés appear upon the 


formal scene in truly regal splendor. 
2 = 


LOAFER-TYPES LEAD SALES 
IN TUCSON 


SHOE buyers and store managers are 
looking forward with keen expectation 


to the oncoming Winter resort season 
in Arizona’s snow-free vacation capi, 
tal, on the basis of early Autumn sales 
volume. Pleased shoe men report sales 
up over October, 1945, by as much as 
15 to 35 per cent—despite the fact that 
supplies of women’s shoes are far from 
meeting present demand. 

Loafer-types and casual shoes of all 
kinds continue to lead the sales pa- 
rade. Demand for informal footwear 
received an added stimulus with the 
opening of the Fall semester at the 
University of Arizona in Tucson. 
Leeds, Roe’s, Given Bros. and White 
House all report play shoes, sandals 
and open-backs among their leaders. 
However, in other types of merchan- 
dise, there is a great variey of fast sell- 
ers in the different stores. 

At Leeds Shoe Store, arch-types are 
moving very well. Roe’s, starting its 
house slipper lines, reports an excel- 
lent response and adds that gabardine 
and plastic styles are also moving nice- 
ly. At Given Bros., suedes are in great 
demand, but unfortunately, short sup- 
ply. Patent leathers and black calf- 
skins are also among the leaders. The 
White House also reports a steady de- 
mand for patents in addition to alli- 
gators in all colors. Fancy cowboy 
hoots are also beginning to move in 
lively fashion. 





The greatly increased population of 
Tucson is reflected in the steadily 
growing demand for men’s shoes. With 
men’s stocks filling in rapidly, this de- 
mand is mirrored in the spiral of sales. 

Promotion-minded Tucson retailers 
have been peppering the newspapers 
with shoe ads. In line with the domi- 
nant sales trend toward loafer-styles, 
these informal types led promotion- 
wise, too. Mode Shoe Shop advertised 
wedge-heeled pumps in tan saddle 
leather and black doeskin. Baker's 
headlined “Colorful Casuals” in tan, 
cherry red and green calf plus black 
suede. 

Another Baker promotion featured 
sling-back styles in black cobra and 
gray snakeskin. Steinfeld’s also herald- 
ed its more dressy sling-backs in leath- 
ers and lizard. In children’s shoes, 
Steinfeld’s large space advertisement 
featured name brands. 
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CORDOVAN WANTED IN 
NEW HAVEN 


LicuT shipments of cordovans, and 
small promotion from those shops for- 
tunate enough to get these scarce 
leathers, just served to whet the appe- 
tite of New Haven’s college men and 
school boys who have been insistent in 
their demands for the shoes since the 
reopening of schools. 

Cordovans remained the most 
sought after and asked for shoe, with 
the other standbys, the loafer and the 
moccasin still the biggest sellers. 

With the return of football games, 
and a few of the social events, the 
swing toward the dressier wing-tipped 
shoe has been noticeable. Demand for 








dressier shoes has been built up to a 
point 15 per cent above last year, in 
both the men’s and women’s lines. 
Black shoes for men showed up well, 
with the wing tip the most in demand. 

In women’s lines the demand is still 
highest for the high heeled, sling back, 
open toe dressy black suede, with 
black suede in any style the favorite 
leather. 

Alligator enjoyed a very substantial 
demand, helped out no little by smart 
promotion by many of the better priced 
shoe stores, and was runner up to the 
black suedes in those shops handling 
shoes selling over $15. 

A marked interest in the ballet was 
reported by Edward Caso, Temple 
Street dealer, who laid the increase in 
interest to the college girl influencing 
the city girl in the possibilities of using 
the ballet slipper for outdoor as well 
as indoor wear. 

Colder weather approaches and was 
heralded by the promotion of “Under 
Cover Toes” by one shopkeeper for- 
tunate enough to have a stock of closed 
toe and heel pumps in calfskin. 

October was marked by all retailers 
as a good month, but deliveries and 
the ever-shrinking lists of inventories 
caused much consternation for the re- 
mainder of the season. 

Decontrol was received mildly with 
both men’s and women’s dealers doubt- 
ful if it will mean anything further in 
the way of deliveries or assortments 
for the remainder of the holiday 
season. 

Prices and the possibility of price 
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rises were subjects of much discussion 
especially among those who cater to 
women, for the feeling now is that 
prices are at the top and that wide re- 
sistance would be built up if a rise in 
price was to be forthcoming. The deal- 
ers feel that they are not in a position 
to absorb any more prices but are 
doubtful if either the manufacturer or 
wholesaler will feel inclined to swallow 
any of the mark-up. 

New Haven dealers are all of a mind 
that now that the leathers are coming 
back, customer acceptance of fabric 
and plastic shoes will slide off, and 
they are all happy over the stand they 
took some months back when they de- 
cided to load inventories with either 
plastic or fabric shoes. Inventories of 
most stores now show a very small per- 
centage of either fabric or plastics, and 
these it is felt will slowly disappear 
from the shelves between now and 
Spring. There are no indications that 
there will be any special attempt made 
to promote the movement of either 
plastic or fabric shoes through cut 
price sales, but shoe dealers do believe 
that preference will. now be more 
marked for leathers. 








Fashion pursues the soft curve. 

Se eweet. So young. So easy on the 
eyes ond the instep! Well fitting 

closed pump in mink brown ‘Kerchiet Colt. 


12.95 


tate yf mete 


The closed shoe with very high heel 
was offered New Haven women by 
Edw. Caso, 





NEWARK STORES SHOW 
CHRISTMAS SLIPPERS 


D URING the past year retailers have 
gone through one of the most trying 
periods on record, with the abnormal 
conditions after the war, with OPA 
difficulties, shortages and the trucking 
strikes, which affected department 
stores even more seriously than the 
smaller shops. On the whole there is 
a more optimistic outlook among the 
trade in Newark than at any time in 
the past few months. While shortages 
are still acute, the situation is easing 
somewhat and most retailers feel that 
improvement is bound to come sooner 
or later. 

Bedroom slippers are again being 
featured for Christmas in many New- 
ark stores. Bamberger’s is selling a 
lot of Canadian elkskin outers and is 
also pushing furry shearling slippers 
and moccasin types for women. Hand 
beaded vamps and rabbit fur trimmed 
slippers are other items that are popu- 
lar. Quality bedroom slippers for men 
are being pushed. 








In the opinion of the buyer at Bam- 
berger’s the public is now interested 
:n quality at a fair price. This is par- 
ticularly noticeable in the children’s 


lines. A full fashion of colors is back 
to the same extent as in pre-war days. 

Hearn’s is also depending on its 
slipper business to draw Christmas 
trade. For three weeks during the 
strike there were no deliveries at all 
at this store. Hearn’s has been able 
to get rubbers more freely. 

Hahne’s reports a good business in 
general. Despite shortages Hahne’s 
is fairly well supplied. 

Arnold’s has done well with black 
suede and with wine in suede or calf- 
skin. Brown suede is scarce and if 
allotments are secured they always 
mean a sell-out. The manager at 
Arnold’s says that whether or not the 
decontrol of hides would .insure any 
better deliveries by Spring is problem- 
atic. It is the policy of the store to 
try to keep new styles coming in every 
month to present a better fashion pic- 
lure to customers. 

[TURN TO PACE 122, PLEASE] 
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ester pincus originals 
dress-up styles to speed up sales 


lester 


Here are just the shoes they'll wont . . . to wolk in or waltz in 


for day-time, date-time, any-time 


. @ rich voriety of colorful, quick- 


shoes 


moving styles that'll brighten the Holiday season as they brighten 
your Holiday sales! Order now— delivery after November 15 


A— JOAN. Elasticized 
suedeen with gold zig-zag 
metal thread. in Black, 
Town Grown, Red, Rust, 
Royal Blue. Alse available, 


B— FLIRT. Black suede, 
White swede, Black patent 
leather, Cherry Coke patent 
leather, Black kid. Narrows 
and Mediums. $3.75 net. 

C — KATHY. Black and 
Brown maracain, Black and 
Brown suede, Red elkskin. 
Narrows and Mediums. Also 
available in 10/8 heel, with 
quarter-inch platform—Biack 
and Brown maracrin, Rrewn 
svede, Coal Black plastic. 
Medium widths. $3.75 net, 
exeept plastic, $3.25 net. 


D0 —GETABOUT. Seal- 
leped oxford, in Black and 
Brown maracain. Narrows 
and Mediums. $3.75 net. 


E— HI-STEPPER. Coal 
Black plastic with plat- 
torm of Gray snake, Red 
make, or Black faille. 
Also Hot Chocolate Brown 
plastic with Beige snake 
platform Bieck gaber- 
dine with Gray snake, 
Brewn abardine with 
Belae snake. Narrows and 
Mediums. $5.00 net 


ON DISPLAY AT 


WEST COAST SHOW 
Nov. 24-25-24-27 
LOS ANGELES 
Hotel 


Suite 409-412 


OHIO SHOW 
Nev, 17-18-19 
CINCINNATI 
Hotel Gibson 
Suite 201-203 
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SERVUS once again will be back a 


° ° 2 
in production of Z, Sfeeed 
Pa 3 


There'll be loud cheering from the ranks this 
spring when the Servus line of canvas, rubber- 
soled Pla-Shu’s comes back on the market. Yes, 
indeed, the Servus line of oxfords and high cut 
styles, in black, brown, white and a few styles 
in blue. Production is already under way in 
anticipation of the spring trade. 




















Watch for Servus Pla-Shu’s! Your customers 
are waiting for them and Servus is producing 
them now! Unfortunately we are not going to 
be able to satisfy completely the great demand 
for canvas shoes, but we feel sure that the time 
is not far off when we can again fulfill all of 
our customer wants. 


THE SERVUS RUBBER CO. 


FACTORY AND GENERAL OFFICES 


ROCK ISLAND ILLINOIS, U.S.A. 


MEW YORK OFFICE AND WAREHOUSE 330 BROADWAY, 7, NEW YORK, N.Y 
AMD LAMBERTVILLE, NM. J 
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Order Now for IMMEDIATE DELIVERY © Net 30 Days * FOB Chicago « Minimum Order: 1/8 Pairs 


McBREEN SHOE COMPANY ¢ 305 W. Monroe St.* Chicago 6, Il. 








5 Decontrol Thrills Crowds 


[CONTINUED FROM PAGE 73] 


long for shoe manufacturers to skyrocket this industry 
to a satisfactory production level. There is no justifica- 
tion, however, for expecting the shoe industry and all 
of its many segments to return to normalcy within the 
next three to four months. By early summer, however, 
conditions should be much more satisfactory, and I 
firmly believe that we all can look forward to the future 
with re-energized courage and enthusiasm.” 

The question of normal postwar corisumption came in 
for further study at the annual dinner meeting of the 


National Shoe Manufacturers Association, held Monday 
evening in the Palmer House ballroom. W. W. Stephen- 
son, executive vice-president of the group, emphasized 
the fact that the primary issue facing the industry now 
involves an answer to the question, How many pairs of 
shoes can the industry expect to make and sell in a nor- 
mal postwar market? “The answer to this question,” 
he said, “is of vital importance right now because the 
production and selling plans you are making today 
should be geared to your future market.” 

Explaining that a scientific statistical study had been 
instigated by the association, Mr. Stephenson com- 
mented that, “when consumer goods are freely available 

[TURN TO PAGE 104, PLEASE] 











STOP NEEDLESS FADING 


TRANSPARENT SHADES STOP FADING RAYS* 
—YET GIVE YOUR DISPLAYS 

COMPLETE VISIBILITY. 

Almost 500,000 in Use! 

*over 90%, by actual test! 


Write for new free book, "Sun Protection Plus 
Visibility” 


TRANSPARENT SHADE COMPANY 
Dept. 10 — 501 N. Figueroa St. — Los Angeles 12, Calif. 
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app COLOR ro your ran sHoEs 


witn SE LF TUNE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color —that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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also serving the shoe industry with 
SPRINGFLEX*® and CREPEX® 


That means lighter and stronger than. leather, no slipping 
on wet pavement, better insulation against heat or cold. 

See how easily it flexes, Madam? Nothing else will 
give you such flexibility and still provide such firm 
footing. Furthermore, DANOLITE* holds the shape of 


% 


= 
») your shoe better, because it-stays flat — never curls. It 
won’t mark a floor, either. 

And talk about style! It comes in all colors, and you 

can see for yourself how thin it is. Yes’m, it’ll be as easy 


for you to wear DANOLITE as it is for me to sell it! 


7 per x 
is 


". “THE SOLE REASON FOR BETTER SHOES” 
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“Trade Marks Reg. U. S. Pat. Off.» Danolite Division of the Danbury Rubber Company, Danbury, Connecticut 


November 15, 1946 






















acquaint you with the benefits of 


your MATRIX franchise 


Your Footprint in Leather”means 





9 out of 10 customers 
are YOURS for LIFE! 








Matrix makes history with these proved statistics— 


Nine out of ten men who buy Matrix Shoes once will 





buy Matrix Shoes all the time! 





No other shoe has such an amazing customer loyalty 
record...No other shoe will bring you more good will— 
and muttiply one-time customers into life-time customers! 
No other shoe has the friend-making power of your 


footprint in leather—a perfect, 










curve-for-curve copy of the sole 
of your customer's foot, built 
right into the innersole. 

Matrix proves it with sales— 
foot-happiness for your custom- 


ers means sales-happiness for 





youl 


YOUR FOOTPRINT im LEATHER 
= 


Made by the House of Heywood in Worcester, Mass., since 1864 
Western Representative: Porter T. Jones, 504 Haas Bldg., 7th & Broadway, Los Angeles 











Sees Production 


Shackles Off 


Cuicaco—Shortly after the announce- 
ment of decontrol of hide, leather and 
shoe prices, W. W. Stephenson, execu- 
tive vice-president of the National Shoe 
Manufacturers Association, who was in 
attendance at the National Shoe Fair 
here, issued the following statement: 

“While shoes will not become plenti- 
ful overnight, the action taken by Dr. 
Steelman will permit the industry to 
continue production and employment at 
a reasonably high rate. 

“We are confident that sufficient cured 
hides are available for immediate de- 
livery to tanners to bridge the gap 
until the take-off from increased cattle 
slaughter becomes available. 

“Dr. Steelman’s action has removed 
the production shackles which were 
placed on us by OPA ceilings. The 
entire shoe manufacturing industry, I 
am sure, will use its full ingenuity to 
attain maximum production and to keep 
prices at the lowest possible levels. 
Higher hide prices must of necessity 
mean higher shoe prices. We believe, 
however, that competitive influences 
will quickly exert themselves and that 
hide, leather and shoe prices will not 
rise above the level of other commodi- 
ties.” 





St. Louis Retailers 
Hail Decontrol 


Sr. Louis, Mo.—Anticipating no im- 
mediate improvement in the tight de- 
livery situation, the St. Louis retail 
market voiced approval of the adminis- 
tration’s action in decontrolling hides 
and leathers. And with their endorse- 
ment of the action retailers and shoe 
buyers predicted that the rising trend 
of customer resistance to prices would 
act as a check on any sharp advance. 

The most obvious indication of such 
a trend, they pointed out, is the change 
in the consumer’s approach to buying a 
pair of shoes. Last Autumn the pros- 
pect would ask.to try on a specified 
style or a pair displayed in the window, 
without mentioning price until the 
point of sale. Today, this prospect 
wants to know the cost before he tries 
on the shoe. Proof that retailers are 
catering to the transition is borne out 
by the contrast in current window mer- 
chandising to that of eight to twelve 
months back. Today most shoes dis- 
played in store windows bear price 
tags; a year ago window pricing wasn’t 
considered necessary. 

Customer resistance to increased 
prices, they feel, also will stimulate 
competition among retail outlets, which 
will act as a deterrent to retail price 
increases. 

Still another price stabilizing factor 
shoe merchants here point to is the 
leveling off of the cattle market follow- 
ing the upsurge in meat prices when 
that industry was decontrolled. 
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“The Wal Cr’ ma 


. 7 99 
IS MaGic ... 
We hear it from so many people . . . women, their husbands, 
their young daughters who have just bought their 

first pair of I. Miller shoes, from our own dealers and those 


who would like to own the I. Miller franchise. 


We at I. Miller know that this magic does not come 

from crystal balls, or cards, or sleight-of-hand. It comes, 

from a scientific approach to all problems, It starts with a study 
of costume history and “go-with” ready-to-wear trends. 1t 
culminates with the requisites for successful distribution and 
retailing of better merchandise. It is dedicated to maximum value, 


quality, and an unswerving desire “to put more into” our product. 
Altogether, perhaps it spells magic . . . the magic of American enterprise, know-how, and hard work. 
I. Miller and Sons, Ine. 


Long Island City, New York 
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WASHABLE 
WHITE \*CEL 


INTERMEDIATE 
OR WALKING SHOE 
MEDICALLY CORRECT 
FOR CHILDREN 
STARTING TO STAND 

OR WALK 


SIZES T toa 4 


WE CARRY A 


SHOES ON THE FLOOR. WRITE OR WIRE 


SHOE 
St. 


ED WHITE JUNIOR 
3203-07 Chippewa 





Lovis 





IMMEDIATE CELIVERY 
FULL LINE OF INFANTS 


COMPANY 
18, Me. 
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Washington Newsreel 


[CONTINUED FROM PAGE 64] 


they do not know the real reason. 

The second step leading to decontro! 
came when meat controls were re- 
established. If, at that time OPA had 
raised the hide ceiling to about 21 
cents a relatively stable price structure 
could have been maintained, according 
to CPA and Commerce. 

Of course, all of this,is past history. 
The important thing today is what will 
be the trend of prices. 

Government estimates still lean to a 
20 to 30 per cent increase in footwear 
prices, assuming that hide prices do 
not rise abeve 30 to 35 cents, as com- 
pared with the ceiling of 15% cents. 
Any further rise in hide prices would 
mean a corresponding rise in shoe 
prices. With a doubling of hide prices, 
bovine leather will rise 50 to 65 per 
cent. 

All of this will cost consumers a 
minimum of $350,000,000 to $400,- 
000,000 on an annual basis, according 
to Government experts. 

Hide prices are expected to stay 
high until tanners have accumulated 
about a month’s supply of raw stock 
over and above normal working inven- 
tories. This means that it will be 
early Spring before prices level off, as- 
suming that the above estimate is 
correct. 


Estimates of the number of hides in 
inventories range between 1,500,000 to 
2,000,000. It seems reasonable to as- 
sume that these are fair estimates in 
the light of the fact that during the 
July 1-26 period practically every cured 
hide was moved to the tanneries, as 
well as large numbers that were not 
cured in the normal period.. Those 
now in inventories consist principally 
of hides taken off since July 26 minus 
sales to tanners since that date. If 
inventories are drawn completely 
down only about 1,500,000 and 2,000,- 
000 hides will be immediately avail- 
able. This would constitute not over 
a four weeks’ supply of hides for tan- 
neries. 

Beyond the 1,500,000 to 2,000,000 
hides in inventories the supply now de- 
pends on the number of cattle slaught- 
ered and their market availability. 
Hides which are now being taken off 
will be ready for shipment about six 
to eight weeks hence. The present 
supply of hides in inventories is far 
from sufficient to provide normal 
amounts to tanneries for a six to eight 
weeks period. In fact, it constitutes 
about 50 per cent of normal supply. 
These are the primary reasons why 
prices are expected to remain high for 
some months. 





New Shoe Department 
In Tucson Store 


Tucson, Ariz.—The recent renovat- 
ing and remodeling of Steinfeld’s de- 
partment store has resulted in a shoe 
department comparable in style and 
beauty with the best in the nation. 
The department’s size was doubled; new 
modernistic furnishings and mirrored 
paneling was installed. 

I. J. (Jack) Kwass, manager of the 
devartment, and his assistant, D. J. 
(Nick) Paglinca know shoe business, 
having had, jointly, more than fifty 
years’ experience in selling shoes. 
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According to Mr. Kwass, sales have 
increased since the opening of the de- 
partment, its new location making it 
easily accessible from the street. Avail- 
ability of shoes has added to that in- 
crease, of course, since according to 
Mr. Paglinca, “anything with a sole and 
heel” will sell nowadays. 

“We sell increasingly more of our 
high grade shoes,” says Mr. Paglinca. 
“People are learning they are better in 
the long run, and more economical.” 

Both ladies’ and children’s shoes are 
stocked in this new modern store with 
special attention given to the proper 
fitting of children’s shoes. 


Dominant Trends 
Revealed at Shows 
[CONTINUED FROM PAGE 76] 


and Summer season is not a good time 
to judge such a trend and say that 
open shoes still constitute the volume 
business. 

As to materials and colors, uncer- 
tainties of supply prevented the de- 
velopment of anything new. Manufac- 
turers made up their sample lines in 
whatever was available. As soon as 
supplies of materials become easier, 
however, there is every reason to ex- 
pect interesting new colors and, in 
time, new leather surfaces and grains. 
In current samples, kidskin is seen in 
grained and crushed tannages for less 
formal shoes and in smooth finishes for 
draped patterns for dressier wear. 
Reptiles continue strong in all-over 
patterns and as trimming, especially 


on platform soles and ornaments. 
Calfskins and suedes occupy their 
usual import place, as does patent 


leather. A very small amount of mesh 
is shown in Summer shoes. One high 
style house will promote dark linens 
for town wear. Fabric, in addition to 
gabardine, continues to be very good in 
Summer play and casual types. There 
is little change in colors . . . black, 
browns, some red, some beige, green, a 
little... very little... grey and wine. 
More manufacturers are using tan to 
trim white shoes other than specta- 
tors . .. dressier types usually made 
in all-over white. Other combinations, 
such as red with white and black pat- 
ent leather with white, are also being 
made. Makers of hand-sewn moc- 
casins and tailored and_ spectator 
shoes are also going into bright mono- 
tones or combinations. 





To Spend $12,500 
On Remodeling 


DALLAS, TExX.—The Austin Shoe 
Store, at 215 West Jefferson Street, has 
taken out a building permit to spend 
$12,500 in remodeling and renovating 
its store. 
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Let a Great Name Help You Sell Rubber Footwear 





cierx: With your new rubbers you’re all set for rain, CLERK: Just came in. Feel how light they are! Mighty 
Mr. Keefe, but why not be prepared for snow, too, comfortable, too. Here’s a galosh that’s really a plea- 
with a pair of these Zipper Galoshes? sure to wear and so practical with a Talon Slide Fastener. 
mR. KEEFE: Now that you remind me, I do need some. MR. KEEFE: Let’s try em on. 


Haven’t seen anything like this for some time. 








— 
cLerx: When necessary, there’s plenty of room to tuck cLerx: You'll get good service from these. They’re the 


your trousersinside. There... how’s that for aperfect fit? original zippers made by B. F. Goodrich—a name you 
can depend on! 





mR. KEEFE: Swell! Wrap ’em up. 
MR. KEEFE: I certainly know that name. I’ve used their 


tires for years! 


Your customers know the name B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas e 
footwear the B. F. Goodrich name is their assurance of real service, comfort, RB b Goodrich 
and wear. It’s your assurance of a satisfied customer who'll be back again ome 

FIRST IN RUBBER 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 
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To Conduct Trade-Agreement Negotiations 





Acting Secretary of State Issues Formal Notice of Intention—Shoes 
and Leather among Products to Be Considered 


WASHINGTON—The Acting Secretary 

of State on November 9 issued formal 
notice of intention to conduct trade- 
agreement negotiations with Australia, 
Belgium, Brazil, Canada, Chile, China, 
Cuba, Czechoslovakia, France, India, 
Lebanon (Syro-Lebanese Customs Un- 
ion), Luxembourg, Netherlands, New 
Zealand, Norway, Union of South 
Africa, Union of Soviet Socialist Re- 
publics, the United Kingdom, and the 
areas for which these countries have 
authority to negotiate. Invitations to 
most of these nations were announced 
in December 1945. The negotiations 
will probably begin in April 1947. 
' The Acting Secretary also made pub- 
lic a list of products which will be con- 
sidered for the possible granting of 
tariff concessions by the United States 
in these negotiations. Hides, skins, 
leather and most types of shoes are in- 
tluded in the list. 

The Committee for Reciprocity In- 
formation simultaneously issued a no- 
tice fixing the dates for submission to 
it of written information and ‘views 
about the projected negotiations and 
of applications to appear at public 
hearings before the Committee. 

: This is the largest reciprocal trade- 
agreement negotiation yet undertaken. 
Nations are emerging from the dislo- 
cations of the war. They are now mak- 
ing crucial decisions as to the nature 
and direction of their economic activi- 
ties. There exists a major opportunity 
to reduce world trade barriers and es- 
tablish desirable patterns of future 
world trade. To seize this opportunity, 
the trade-agreements program, limited 
during the war, is now being resumed 
on a ad scale, 

| The negotiations will be a two-way 
process. The United States will make 
requests for tariff and other concessions 
by the other countries in favor of a 


wide range of products covering a large 
proportion of our total export trade. 
Although no list of the export items 
on which concessions will be requested 
is to be published, the inter-departmen- 
tal trade-agreements organization is 
preparing a very extensive list of such 
requests, and export interests are urged 
to let the trade-agreements organiza- 
tion know at the public hearings what 
concessions they feel should be request- 
ed of the other countries involved in 
the negotiations. 

For the convenience of the “public, 
the present list of products has been 
prepared in two forms. The first form, 
entitled Statistical List, is based upon 
the classifications set forth in Schedule 
A—Statistical Clasification of Imports 
Into The United States, September 1, 
1946, published by the Department of 
Commerce. Its language is commercial 
rather than statutory and will be more 
familiar to many of those interested in 
the proposed negotiations. The second 
form, entitled Statutory List, is based 
upon the language of the Tariff Act of 
1930, and contains the exact legal 
description of the products on which 
concessions will be considered. It is 
controlling. 

Closing date for submission of briefs 
and applications to be heard will be 
December 21, 1946. 

Public hearings will be held before 
the Committee for Reciprocity Infor- 
mation, at which supplemental oral 
statements will be heard. The first 
hearing will be at 10:00 a.m. on Janu- 
ary 13, 1947, in the Department of 
Commerce Auditorium in the Depart- 
ment of Commerce Building at 14th 
and E Streets, Northwest, Washington, 
D. C. Witnesses who make application 
to be heard will be advised regarding 
the time and place of their individual 
appearances. . 





Course in Plastics Offered 
By University 

New Yorx.—The Society of the 
Plastics Industry, in collaboration with 
New York University recently an- 
nounced a course in plastics retailing 
and merchandising, the first of its kind 
in this country. The course began Sep- 
tember 30 with an introduction by 
George K. Scribner, chairman of the 
board of the society, President of Boon- 
ton Molding Company, and outstanding 
authority on plastics. The schedule 
runs each Monday evening thereafter 
closing January 20 after fourteen lec- 
tures slanted toward retailing of 
plastic products. 

The course is pointed toward the in- 
terests of the retailer, the home-econo- 
mist and the consumer, covering all 
types of plastics, their processing, de- 


102-D 








sign, and use in the store, industry, and 
home. 

The schedule of subjects was ar- 
ranged by the society’s committee on 
education, headed by Horton Spitzer of 
Plaskon Division, Libbey-Owens Ford 
Glass Company. Mr. Spitzer predicted 
the course would “better acquaint re- 
tailers of the New York area with the 
virtues as well as improper uses of 
plastics, in order that their knowledge 
of them may be passed on to the general 
public.” 


“We believe this is only the beginning 
of a number of such courses to follow at 
institutions farther West,” Mr. Spitzer 
added. “This will be another major 
step toward educating people in the 
meanings, potentialities and correct ap- 
plications of these widely varying mate- 
rials which are so important in every 
phase of daily life today.” 


Resort City Poses 
Special Sales Problems 


PHOENIX, ARIZ.—Raymond McClana- 
han, who has managed Korrick’s big 
downtown shoe store since 1926 has 
had more than the average problems 
posed in his tweny years as head of 
the department. 

Phoenix is a Winter city. Thousands 
of people come from every part of 
the world for the Winter season and 
practically every visitor needs shoes 
some time during a stay. This coupled 
with the task of supplying the local 
trade, for which Korrick’s are famous, 
has been Herculean during the war 
years. 

Despite the fact that casuals are a 
natural for the climate, Mr. McClana- 
han says that the trend is definitely 
toward smarter styles and the demand 
for such shoes is becoming increasing- 
ly hard to supply. He attributes the 
swing to the fact that women are tired 
of play shoes and want something with 
at least a modicum of glamour. Ac- 
cording to his statement, the biggest 
demand this season is for reptile, pro- 
file platforms inches high, the always 
smart sling pump, and the low heel 
leather shoe with a ballet influence. 
Shortage of leather plus regulations, 
he believes, has badly curtailed the 
stock of shoes, and for many months 
there has been comparatively little 
selection. 

During the war years Mr. Clanahan. 
used the available space in the store, 
but with the 1946 Winter season get- 
ting into full swing and remodeling re- 
strictions loosening up a little, he has 
completed one of the most distinctive 
shoe salons in the Southwest. The en- 
tire south floor of the mezzanine has 
been remodeled and redecorated, em- 
phasizing the salon atmosphere. Deep 
chairs and settees are in blonde wood; 
dull rust and cream upholstering ac- 
cent the motif. Harmonizing floor 
coverings and rich-toned drapes con- 
tinue the theme. 

The stock is directly behind the ser- 
vice chairs, necessitating a minimum 
of effort on the part of salesmen. The 
whole atmosphere is one of leisurely 
selection. 

Korrick’s trade covers the entire 
state, and mail orders come from many 
sections of the United States. The 
store is well located in down-town 
Phoenix, and for more than a half 
century has supplied the women of the 
city with smart shoes. 





New Location for 


Syracuse Store 


Syracuse, N. Y.—The Red Cross 
Shoe Store has taken over the lease of 
the building at 484 S. Salina Street. 
The newly located ‘shoe store will open 
as soon as alterations are completed on 
the building. 
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PRIMEX 


Saves Valuable 


rLUDH SPA 


Only 
20 inches 





PRIMEX does away with 
unsightly, unwieldy size 
without sacrifice of per- 
formance. Only 20 inches 
wide, PRIMEX requires less 
room, fits into smaller space 
—-yet its graceful, sweeping 
lines and compact beauty 
add much in store decora- 
tion. PRIMEX cabinets 
occupy but the space of 
two fitting chairs back-to- 
back for maximum space 


Check JHCLE 


EXTRA 
FEATURES 


New Low Step 
3-Ray Control 
Mischief Proof 
Wide Platform 


New X Ray Unit 


2° YEAR GUARANTEE 





conservation. 


- alarays a STEP ahead 
ee a eS ee ~~ 
Gentlemen: 
Please send me without charge or 
obligation full details on the new and 


better PRIMEX SHOE FITTER. 


EQUIPMENT CO. 


135 SOUTH LA SALLE STREET 
CHICAGO 3 












Decontrol Thrills Crowds 


[CONTINUED FROM PAGE 98] 


and when the wartime voids in consumer and retail shoe 
shelves are filled, in all probability the shoe industry 
will have to fight to retain a share of the consumer’s 
dollar.” The present rate of consumer spending is $10 
billion per month in a period when the industry does 
not enjoy normal competition with other consumer 
goods. “Our study clearly indicates,” he added, “that 
we cannot safely produce at the rate of 600 million pairs 
a year unless prices are materially lower or spending is 
materially higher than at present.” 

The need for a strong public relations program for 
members of the shoe industry was outlined by Harold 
Quimby, secretary of the association. Such a program, 
he said, would enable the industry to make known its 
problems and would be of assistance in the revitaliza- 
tion of the economic structure of the country. The pro- 
gram should be based, he thought, on educating the 
public “to greater shoe consciousness and a greater 
understanding of what is involved in the manufacturing 
and distribution of footwear.” 

John Patterson, association economist, stated that he 
expected continued scarcity of hides, even for years, 
regardless of price. “If I read the signs aright in the 
postwar period,” he said, “the shoe manufacturer very 
definitely faces a seller's market on his raw materials, 
and at the same time, a buyer’s market in selling his 
shoes. 

“Our domestic supplies of hides and skins are insuf- 
ficient to meet domestic requirements, and foreign sup- 
plies are woefully inadequate to meet our needs as well 
as the needs of others.” 

Tuesday’s luncheon meeting was addressed by Cloud 
Wampler, industrialist and president of Carrier Cor- 
poration, Syracuse, N. Y., who chose as his topic, “When 
Shall We Be Stronger?” Stressing the need for the un- 
hampered functioning of the free enterprise system, 
Mr. Wampler warned against the adversaries of such a 
system who, he said, were threatening to substitute an- 
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FASHION WELTS FOR YOUTHFUL WOMEN 


METROPOLITAN SHOE COMPANY 
Division of Croddock-Terry Shoe Corp., Lynchburg, Vo. 


Makers of chermtonc and hash sale 
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... Nationally advertised in Parents’, Good 
Housekeeping, and Ladies’ Home Journal, 
plus dealer helps that put the point over 
at the point of sale. There's a great $ALE$ 
future for PLAY-POISE dealers everywhere. 











Fit ot the Heel 
with Room at the Toe 
where there's on EXTRA 

size to let Young 
Feet Grow 








THE ONLY CHILDREN’S SHOE WITH 


Mage Cirle St€ 


THE FIT WITH A FUTURE 







THE VIRGINIA SHOE CO., INC. «+ fredericksberg, Ve. 





Langston Sounds 
Warning Note 


New YorK—A warning to shoe retail- 
ers, as well as to manufacturers and 
tanners, was sounded by L. E. Langs- 
ton, executive vice-president of the Na- 
tional Shoe Retailers Association. In a 
bulletin to retailers throughout the 
country, Mr. Langston urged the im- 
perative need for caution in the uncer- 
tain state of markets following decon- 
trol of hides, skins, leather and shoes. 

“This is a time for caution, and every 
retailer must be dominated by the 

| knowledge that consumption can be cur- 
tailed quickly, that the retailer can be 
left holding the bag on inventories that 
are completely out of line with con- 
sumers’ desire and ability to pay.” The 
head of the National Shoe Retailers 
Association went on to assert that “it is 
vital that every retailer acknowledge 
the responsibility of this industry to 
the public. The burden of that respon- 
sibility has to be borne by retailers 
because they serve the consumer.” 

It was asserted by Mr. Langston that 
rash predictions of advances in shoe 
prices were both unjustifiable and un- 
founded. Not only retailers but manu- 
facturers and tanners should avoid set- 
ting policies “while markets are fever- 
ish and uncertain. It may be weeks 
before conditions settle down, and until 
then, the fewer changes the better. 
There will be less to regret.” 

Commenting on prospects for business 
and shoe prices, the retail shoe spokes- 
man pointed out that changes in general 
business conditions cannot be ignored. 
He drew the conclusion that in the face 
of apparent resistance and selective 
buying by consumers, the general level 
of retail demand is unpredictable. “Ex- 
perience has demonstarted that a given 


| class of merchandise, shoes, apparel or 


anything else, cannot be priced out of 
line with the general trend.” He ac- 
knowledged, however, that with decon- 
trol of domestic hides and skins, raw 
material prices in the United States 
were likely to advance nearer world 
market levels. However, that is not the 
case in goat and kidskins and leather 


| because these have already been ad- 


justed to a world market price and any 
further increase seems unlikely. But the 
advance in domestic materials would 
create higher costs, and consumers must 
therefore expect that shoe prices may 
have to be advanced. 

Mr. Langston strongly urged tanners, 
manufacturers, and retailers to pass 
through “only the minimum unavoid- 
able cost increases.” Furthermore, re- 
tailers and shoe manufacturers were 
advised that “the need for price adjust- 
ments on some type of shoes is less than 
in others where there is definite margin 
for cost absorption by manufacturers.” 
Recalling events in other markets, Mr. 
Langston reminded the shoe and leather 
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EATURE CONSTRUCTIC 
THE EDGE 


BARBOUR REVERSE WELTING 
. +. stitched or plain — all the 
advantages of reverse welt 
construction without expensive 
handwork 





NOTCHED 
WELT — the 
of youthful 


BARBOUR STOUT- 
EDGE WELTING— 
Grain Shoulder 
Bevel for Custom 
coppecranee 





BARBOUR WELTING COMPANY 


Brockton 66, Massachusetts 


Spectatizing in the destgning and manufacture of Woelting exclusively since 1894 
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Decontrol! Thrills 


| S. Crowds 
Ad’ [CONTINUED FROM PAGE 104] 


other system for America to replace 


the one under which we now operate. 
IMMEDIATE DELIVERY Emphasizing that it was only the war 
which brought on a war prosperity 
with an unsound base, he continued: 





[Save $4 to 59 a pair | 
“The present situation is actually 


$ 00 this: We possess large savings, and 
seem to be well off. But this condition 
is largely phoney. America has, in 


PER PAIR fact, except during the war years, not 
been able to get out of a state of de- 
pression with its accompanying social 
and political impacts. And unless we 
realize that only through war were 
we given even the appearance of. pros- 








2508—Genuine Black Lizard : : 
Sling Sandal perity, the present status of the nation 

2508E—Genvine Bluelizard §#¢A oY 3 | cannot be understood.” 

pe ge vases is Mr. Wampler listed three steps 


which must be taken quickly to allevi- 
ate the situation. First, it is essential, 
he said, that we get rid of government 


2508AC — Genuine Black 
and Beige Lizard 


2508C — Genuine Beige 


cae control of profits and prices; second, 
"eaten Black Lizard we must see that sound labor legisla- 
2509EN—Genvine Bive and tion, making labor and management 
Red Snake equal under the law is enacted; and 
2509AC — Genuine Black third, wasteful spending by govern- 
and Beige Snake ment must be stopped. 


he Seat Sh 1 at Low rs) } Wednesday’s luncheon meeting was 
addressed by Kenneth S. Wherry, 

be A K | S S & 0 a C 0 | N C United States Senator from Nebraska. 
a | ° Condemning the bureaucratic aspects 

‘79-81 READE STREET + NEW YORK 7, N. Y. ) of government “which means 
[TURN TO PAGE 113, PLEASE] 











Manufacturers of Men’s Leather 
Moeceasins, Slippers and Casuals 
Catering to Jobbers 
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Well rated New York Jobber needs lines of 
men’s leather moccasins, slippers and casuals. 
We have a long list of customers who look to 
us for their supplies — we have eight men 
traveling all over the country. CONTACT US 
NOW—need for merchandise is immediate. 


MILTON TARSHES & CO. 
101 Fifth Ave. New York, N. Y. 
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Of screws. 
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Shoe Trade Still Faces Price Problems 
[CONTINUED FROM PAGE 71] pe! 
bu 
2 wh 
tolerate any substantial increase in price at this time. inventories unless manufacturers object to the high de: 
I believe such an increase would affect my business in price increases already indicated and will hesitate to no 
a very serious manner.” From St. Louis: “The shoe buy all their needs as leather becomes available. Al- pe 
industry has a selling job to do to justify advances to a ready some signs point to consumer resistance to higher 18 | 
consuming public who will not spontaneously dig out prices. We feel that every dollar rise in retail prices Ne 
the fact that hides have been frozen below the average will affect pairage sales at least 10 per cent, especially no 
of commodity markets.” From Washington, D. C.: “My _ in higher price brackets. Filling in needed basic stocks g0 
belief is that the initial rise will approximate 20 per at high price.levels will no doubt have disastrous effect ris 
cent, then an additional rise of a like amount. A re- among many retailers when the break in prices event- | 
cession is bound to follow because the saturation point ually comes.” bu 
will have been reached. The public can only afford to Likewise, retailers show agreement in the necessity ple 
buy in proportion to their earnings. ... When we lose for rigid inventory control and the return of all leather sta 
sight of that fact, we are only kidding ourselves and we shoes of quality and value commensurate with any in- the 
will wind up with high priced inventories . . . which will creases that might be forthcoming. A Jamestown, N. Y., of 
necessitate very marked losses when the inevitable bust _ retailer said, “We can no longer use OPA as an excuse | 
does come.” for the shortage of good shoes. Poor workmanship and Ar 
A retailer in Pensacola, Fla., said, “Manufacturers undesirable materials will not be tolerated by the cus- fes 
and retailers would be shortsighted indeed to encourage tomer.” Similarly, from a Southern retailer: “The in- lea 
any substantial price rise above existing ceilings prior dustry must eventually work for stabilization and normal tai 
to decontrol.” From Youngstown, Ohio: “Decontrol merchandising but+the immediate future calls for ex- I} 
will no doubt help greatly to build up depleted store [TURN TO PAGE 114, PLEASE] an 
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Decontrol Thrills Crowds 
At National Shoe Fair 


[CONTINUED FROM PAGE 110] 


to keep American business and the American peo- 
ple in subjection to a political monopoly,” Senator 
Wherry said: 

“The first and crying need is for the country again to 
realize that a free economy is not a political slogan but 
a way of life. The question everybody is asking is this: 

“*Can we get volume production and lower prices, 
which would at the same time stabilize prices and wages 
and yield a production profit?’ 

“The answer to that question is the responsibility of 
you businessmen under a free enterprise system.” 

Turning specifically to the leather and the shoe indus- 
try, the speaker said: 

“The normal requirements of American tanneries are 
24 million hides annually or 2 million a month. In 
September, the Government allocated only 900,000 
nides, but tanneries found they were holding nothing 
but ‘hunting licenses’. The allocation for October was 
1,200,000 hides but I am informed that only 2000 had 
been shipped up to October 25th. 

“The diversion of livestock into the black markets is 
one of the chief reasons for the shortage of hides. The 
reinstatement of price controls in August further made 
it prohibitive for American operators to go out and buy 
hides in the world market.” 


Demand for Balanced Budget 

Senator Wherry drew a parallel between what hap- 
pened in the shoe business and what was happening in 
business as a whole. Speaking of the dissatisfaction 
which is sweeping the country, he said. “This is not a 
demand that we turn our backs on progress. This is 
not a demand that we abandon the war-shattered 
peoples and nations of the earth to a terrible fate. This 
is not a demand that we turn this government over from 
New Deal Democrats to New Deal Republicans. This is 
not a demand that we transfer the present powers of 
government from one ideology to another. This protest 
rising from the grassroots is not a negative revolt. 

“It is an affirmative demand to end the reign of 
bureaucracy, to drive the little dictators out of the tem- 
ple, to stop paternalism, to balance the budget and 
stabilize the dollar. It is a demand that Congress return 
the powers surrendered to the Executive to the branches 
of government to which they belong. 

“This is a demand for a leadership that will lead 
America out of the state of confusion and the state of 
fear in which we find ourselves, a leadership that will 
lead us out of the darkness of the night, up the moun- 
tain side, to the dawn of a new day, the light of which 
I hope and pray will bring peace, confidence, stability 
and happiness to all.” 
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Shoe Trade Still Faces Price Problems 


[ CONTINUED FROM PAGE 112] 


treme caution, rigid inventory controls and certainly 
more critical standards of quality in better grades.” 

From Terre Haute, Ind.: “Replenishment of depleted 
retail inventories at higher prices or with undesirable 
materials will require a larger dollar investment with 
prospects of lower turnover possibilities. A conservative 
anticipation of needs for the ensuing period will help 
both the retailer and manufacturer through the transi- 
tion of control to free markets. If value is given at all 
times there is little reason why the industry should not 
continue to new heights.” From San Antonio, Tex.: 
“Merchants should keep themselves liquid to prevent 
loss. We are cancelling all shoes which have been on 
order over six months.” From Pasadena, Cal.: “Hope 
our industry will use intelligence in values so we can 
maintain and increase volume. Let’s give style and 
value to compete with other industries for our part of 
the consumer’s dollar. We have gained much during 
the war. Let’s not ldse this position for immediate 
profit.” From Northampton, Mass.: “We are reverting 
to leather shoes exclusively from old tested resources 
only. Consumers will definitely demand quality at rea- 
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sonable prices. We will not pay exorbitant prices. A 
reasonable increase will be okay provided good quality 
leather and workmanship are given. We aim to keep 
our inventories low and plenty of cash on hand to take 
advantage of the slump that is bound to come if run- 
away prices are allowed to go unchallenged.” 

From Lewiston, Me.: “We are planning future buy- 
ing very cautiously and prefer to operate with a much 
lower inventory with an expectance of a decrease in 
volume. We plan to cancel merchandise on order upon 
receiving notices from factories of any price rises that 
will place the merchandise in a slower moving bracket.” 
From Greenville, S. C.: “We hesitate to build up our 
inventory at prices much higher than current.” From 
Texarkana, Ark.: “Some evidence of price resistance. 
..- Women much more critical of quality.” From Santa 
Ana, Cal.: “Believe shoe manufacturers should quote 
actual prices at time of purchase. Also guarantee deliv- 
ery dates.” From Santa Fe, N. M.: “Too much curtail- 
ment of buying on part of stores would hurt national 
economy. We must conduct ourselves in a normal man- 
ner with caution as watchword.” 
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CONSUMER ADVERTISING 
DESIGNED TO PLACE a as 


IN THE NATIONAL LIMELIGHT. 


Scheduled to appear in CHARM, GLAMOUR, 
MADEMOISELLE and SEVENTEEN throughout 
the coming year of profits, 1947. 


Scheduled to appeal to the fashion sense and 
pocketbooks of more than a million college and 
career girls PER MONTH. And scheduled to help 
YOU cash in on the demand for SAMBROS OF 
HOLLYWOOD playshoes resulting from their 
appearance in this select group of powerful, 
sales-influencing publications. 


Prepare to meet your customers’ specific 
requests for SAMBROS OF HOLLY- 
WOOD footwear. Newspaper mats, 

to help you tie in with the national 
promotion, are yours for 

the asking. 
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The Verdict 


[CONTINUED FROM PAGE 69] 


power and influence in the councils of the nation will be 
definitely on the wane. With the executive branch of 
the government still in the hands of what remains of 
the New Deal and a Presidential election two years in 
the offing, it is hardlly to be expected that there will 
be anything in the nature of an anti-labor field day. 
And yet it is quite conceivable that a majority in the 
new Congress, aided by Southern representatives and 
senators, may succeed in repealing or drastically re- 
vising the Wagner Act, even over a Presidential veto. 

In the field of international relations, the attempt to 
present a united non-partisan front to the rest of the 
world will doubtless be continued, although the “Good 
Neighbor” policy will be due for considerable over- 
hauling. We won’t see isolationism in our time, but 
foreign policy from here out might take on more of an 
“America First” complexion, despite the fact that it 
was Woodrow Wilson and not the Republicans who 
coined that much-abused phrase. At least it can be 
assumed that the balloting revealed a rather widespread 
disapproval of the philosophy, more or less prevalent in 
recent years, of “Americans last.” The acute leather 
shortage that now exists can be attributed, in part, to 
that weird kind of thinking and the policies that fol- 
lowed. 
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And so the New Deal passes into history as a phase 
in American politics. Right now it looks like something 
that belongs in the archives, for scholars of the future 
to pore over, interpret and try to understand. And yet, 
in this topsy-turvy world, there’s little concerning the 
future that’s quite so certain as it seems. The American 
electorate has an amazing capacity for changing its 
mind. The same sort of conditions and dissatisfactions 
that brought the New Deal into being in the first place 
could bring it back. That’s something to think about. 





Manufacturing and Markets 
[ CONTINUED FROM PAGE 84] 
is the responsibility of every person in every phase of 
shoemaking. Manufacturers are particularly gratified with 
the removal of ceilings, since they say it does away with the 
“vast inequities” which had been imposed upon the indus- 
try. Now they believe that the good old natural iaw of 
supply and demand will soon equalize the picture, and 
that competition will be the levelling agent. 

However, a period of adjustment is inevitable. Shoes 
are not going to appear miraculously upon retailers’ shelves 
in short order. Hides are still among the scarce commodi- 
ties, and few tanners have any large quantities ready for 
immediate shipment to the shoe manufacturer. Just as in 
retail shoe prices, so, too, in the cost of leathers, and the 
many other items that enter into the shoemaking process, 
prices will have to adjust themselves over a period of time. 
Thus the majority of retailers in this area seem to figure 
that it will be at least Spring 1947 before there will be a 
truly normal flow of finished” product to the consumer, and 
this implies normal prices as well. 


Boot and Shoe Recorder 





a te at 





ite 











ake | | 


Bh he , 
we a. pay = aig 


id 
a le SIN 


a ee Lee. 





NEWS FROM NEWMARKET, NEW HAMPSHIRE 


about LITTLE YANKEE sive: 

See 

items of interest to Little Yankee dealers and friends Lan, 
OMA 








Published now and then by The Yankee Shoemakers 
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OUR LITTLE YANKEE FAMILY IS GROWING! 


YANKEE SHOEMAKERS have quite a big “family” now! 
There are three newcomers to our line, and we take pleas- 


ure in introducing them to you. 


YANKEE LASS is a sprightly ghillie. It has everything 
that a practical oxford should have—with the added 
advantage of zest and style. Little sister will love this 
change from a plain shoe. Mother will like the way that 
Yankee Lass fits and wears. 


TUFF-YANK is all that its name implies. In creating this 
model, we have kept in mind the toughest treatment that 
its young wearers are likely to give it. The upper, which 
is especially processed elkskin, is supple, but with the 
ruggedness of tipping leather. For this reason Tuff-Yank 


has a scuff-resistance over-all. 


November 15, 1946 


LITTLE YANKEE BANDIT is a brown boot which we 
have made more practical than the average through our 
use of durable tipping leather. Little Yankee Bandit is a 
fall and winter “natural” for little boys and girls whose 


idea about shoes is to “treat ‘em rough"! 


By broadening our assortment with these three models, 
available in our next allotment, we hope to be better able 
to handle the requirements of our customers. As time goes 
on, and we are able to add more models to our LITTLE 


YANKEE line, we will be sure to let you know immediately. 


Sincerely yours, 


an, 


President, The Yankee Shoemakers, 
Newmarket, New Hampshire 
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LUCKY 


AN ANNOUNCEMENT OF INTEREST 
TO THE SHOE INDUSTRY! 








As 
Contained in 
this letter 


to 


STRIDE SHOES 








LUCKY STRIDE SHOES, inc. 


MAYSVILLE, KY. 


Wakes of SBICCA DEL MAC FLATS 






































Langston Sounds Warning 


[CONTINUED FROM PAGE 106] 


trades of the pattern followed in other 
products after decontrol. “At the out- 
set a price bulge has occurred as imme- 
diate .pressing demands were (filled. 
Subsequently prices in such other mar- 
kets have tended to decline as the weight 
of actual and potential supplies made 
themselves felt.” 

In concluding, Mr. Langston stated 
that the maxim followed by the country 
during the war could be recast today 
by retailers, shoe manufacturers and 
tanners as—“Better a month too soon 


ony 


than a week too late,” in avoiding the 
consequences of reckless and ultimately 
needless price advances. 


Sells Shoes to 
Six Generations 


Fort SMITH, ARK.—Sixty years ago, 
Leo Hammer, age 10, got a job with the 
Patrick Shoe Company, one of the pio- 
neer business institutions of this city 
and the oldest retail shoe store in Ar- 
kansas. His starting wage was $1.50 a 
week augmented by a Christmas bonus 
of 25 cents. After three years of long 
hours and hard work, which often 











You Can Sell Shoes 
—by Mail! 
[CONTINUED FROM PAGE 80] 


possibilities are publications in neigh- 
boring communities: small town week- 
lies, etc. 

Few shoe dealers have ever deliber- 
ately tried mail order selling. Those 
who have report, however, that selling 
by mail is simple, and it gives them an 
extra source of volume which often be- 
comes as important as primary in-store 
sales. 


Wild West Murals 
Attract Young Trade 
[CONTINUED FROM PAGE 82] 


Complete records of all purchases 
are kept. A triplicate sales slip is used 
upon which such data as the child’s 
name, shoe size, date of fitting and 
price are recorded. These slips are kept 
on file and are immediately available 
for reference should it be necessary to 
check the size, price or brand name of 
the last purchase. 

In line with their policy of fitting the 
youngster expertly and with the mini- 
mum of trouble to the parent, The 
Modern Youth Shop has put into ser- 
vice a mobile shoe store. Called the 
Shoemobile, this store on wheels was 
pictured in a recent issue of BoOoT AND 
SHOE RECORDER. Equipped with a com- 
plete line of juvenile footwear, the 
truck makes trips directly to the 
homes of mothers who find it difficult 
to bring their children in for a fitting. 

The Modern Youth Shoe Shop is 
owned by Morrice Henderson and J. R. 
Tomlinson. The partners opened the 
store several years ago. The store did 
a good business from the start and has 
been increasing its volume ever since. 


called for his walking miles in rain and 
sleet to make deliveries, he got his first 
raise. 

Today, after three score years at the 
same job, Mr. Hammer is. co-owner of 
the store and is selling shoes to his 
sixth generation of Fort Smith citizens. 
He retains a storehouse of information 
relating to the city’s early settlers. 

All of the company’s ledgers are in- 
tact and in the lists of customers can 
be found names connected with Fort 
Smith’s pioneer history. The ledgers 
also reveal the very small profit made 
by retailers in the 1870’s and 1880's. 
Shoes which cost $1.32 a pair sold for 
$1.50. Shoes costing $1.37 sold for 
$1.75. At this rate the total sales for 
Dec. 6, 1878, were $9.90, according to 
the records. 

In addition to carrying on his busi- 
ness, Mr. Hammer is active in civic af- 
fairs, school programs and church ac- 
tivities. He is associated with a part- 
ner, Charles Futral. 
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Informal 


Girls of all ages go for these original 
“‘over-the-shoe”’ flight boots! They’re the 
smart, yet casual, answer to foot 





protection in city and suburb, campus and 
country. Past sales records show that 
they’re really a volume item. Now in 
brown as well as black—light and 
comfortable—special lasts for easy on and 
off—the Hood Flight Boot is another 
popular model in the year-round line 

of Hood Footwear. 





Fashion Formal 


for Snow or Rain 


Here’s high style protection . . . right 
for any occasion! Your women customers 


will be wanting these trim, sleek Fashion 
Boots. Several heel heights assure perfect 
fit over any shoe and the convenient, 
concealed Talon Slide Fastener is a 
feature. Another big seller in the 

Hood fashion line! 





The complete Hood line offers styles for each season 
of the year—Spring, Summer, Fall or Winter 


Retailers who stock the entire Hood line of rubber and canvas foot- 
wear gain two important advantages. First, there are feature 
numbers for every selling season—which means all year ‘round 
profitable selling. Second, 50 years’ experience in improved manu- 
facturing methods has consistently produced reliable merchandise 
bearing the Hood trademark—a mark of dependability which means 
satisfied customers. Hood Rubber Company, Watertown, Mass. 





1896 — FIFTY YEARS OF QUALITY FOOTWEAR = 19046 


November 15, 1946 Ne 








UNITED JEWISH APPEAL 


_far 100, 000, 000 


to support the rescue, relief and rehabilitation work of: 


JOINT DISTRIBUTION COMMITTEE + UNITED PALESTINE APPEAL + UNITED SERVICE FOR NEW AMERICA 
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Please mail or bring your contribution to your local or nearest division headquarters 


Shoe and Leather Division of United Jewish Appeal 


Louis H. Salvage, General Chairman, Lovis H. Saivage Shoe Co., Boston, Mass. 


BALTIMORE, MD., Milton Halle, Muskin Shoe Co. CLEVELAND, O., Bertram Krolingold, Krolingold Shoe Co. 
BOSTON, MASS., Kivie Kaplan, Colonial Tanning Co. LOS ANGELES, CAL., Seymour Fabric, Vogue Shoes, inc. 
NEW YCRK, N. Y., Max Friedman, A. S. Beck Shoe Co. PHILADELPHIA, PA., John B. Goldenberg, Brooks Shoe Mfg. Ce. 


ST. LOUIS, MO., Ruby P. Cohn, Mossinger Bros. 
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ALUMINUM 
TELESCOPIC EYELET 
AND WASHER 
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Today's active sports put great strain on the <= 
lacing fittings of many types of athletic shoes. i 
The GA Aluminum Telescopic Eyelet and ie : 
Washer combination setting gives maximum 
strength where it is most essential for satisfac- 
tory service. No other eyeletting method " 

\ 


approaches this combination setting for lasting 
durability. 


CROSS SECTION DIAGRAM 
SHOWING 
STRENGTH OF SETTING 


Made in sizes suitable for both Men’s and 


Women’s athletic footwear. J? 
UNITED SHOE MACHINERY CORPORATION 


BOSTON + MASSACHUSETTS 
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BEST IV BALLET 


Deluxe pleated toe shoe in black or white 


kidskin. Style 10, sizes 8 to 13, 
$2.15. Sizes 1 to 9, priced at $2.25. 


Full Sole student ballet, 
Style No. 11, sizes 8 to 13, $2. 
Sizes 1 to 9 . . $2.15. 


Order now for earliest possible 
delivery. Terms: Net 30 days 


166 North 3rd Street, Columbus, Ohio 





Quality Felt, 
300 Red 302 





411 ESSEX ST. 


Childs’ Felt Moccasin 9/2 
$.95 


Chrome soft sole. 26 oz. 
Felt. 356 Blue 357 Red 


Wine. 


24 oz. Inft. Felt Bootie 3/8 §.721, 
gacnneme Soft sole 
ue. 


340 Brown, Red, Blue, White 3/7 
$.621/, 


Lea. Uppe 
Sheepskin and 
Laced - to - 


tr, Chrome Lea. sole. 
Alpaca lined. 
stay - on - foot. 





Quality Seasonatle Footwear 


INFANTS’, CHILDREN’S, MISSES’ 


coumss ATT - wo. 


SALEM, MASS. 





Review of the Retail Trade 


[CONTINUED FROM PACE 94] 


Arnold’s is also becoming more se- 
lective in purchases as the public is 
becoming more critical with controls 
about at an end. For Christmas gift 
slippers are featured with stress on 
shearlings, satins and silver and gold 
dancing slippers with flat heels. The 
latter are used largely because of the 


shortage of sandals. 
* 2 *# 


OMAHA STORES MEET PRICE 
RESISTANCE 


INCREASING consumer resistance to 
shoe prices over $15 in women’s styles, 
despite a growing shortage of calf and 
suede shoes, was noted by Omaha buy- 
ers and department managers during 
October. Sales volume was consider- 
ably ahead of the same month in 1945, 
however, in women’s shoes, whereas 
most buyers stated that shortages had 
held men’s shoe sales about even with 
last year. 

Herzberg’s reported heavy demand 
for both silver and gold evening san- 
dals prior to the annual Ak-Sar-Ben 
Ball. Gold flecked white elasticized 
fabric with gold trim, and silver spun 
white with silver trim, were both in 
heavy demand. 


The shoe department at Virginia 
Dare noted good demand for high-heel 
genuine cobra sandals in black and 
white, rust and multicolors, in that 
urder of popularity; and a low-heel, 
open-toe brown lizard sling. Cherry 
Coke patents in high-heel sandals and 
sling pumps also moved in volume. 

Brandeis department store featured 
shoes and bags in Town Tan gabar- 
dine in a window display which re- 
portedly drew more than ordinary at- 
tention. The new color was featured 
in casual shoes, bags and belts, match- 
ing in fabric, color and styling to wear 
with casual daytime clothes. Shoes 
were displayed on a simulated bridge, 
with a background of brick wall and 
simulated Fall leaves. 

a a 
MINNESOTA STORES 
FEATURE VARIETY OF STYLE 


St. Paul 


NewMan’s, in a newly enlarged and 
modernized department, presented a 
gala array of footwear fashions with 
heels of every height, in wedgies, plat- 
forms, sandals and sling pumps with 
a good number of smart play shoes. 


In their shoe salon on the street floor 
one of the featured styles was Town 
Brown calf in an unadorned pump, 
which relied on softness of leather 
and simple lines. 

Husch Bros., celebrating their 33rd 
anniversary, showed a group of smart 
styles. A black suede platform sling 
for dress was a popular style. Another 
with tailored cable stitching, in black 
calf, to wear with suits, sold well. An- 
other with cable stitching on black calf 
came in a flat heel. Brown calf spec- 
tator pumps with tailored stitch trim 
were also popular for suit wear. 

* * * 


Minneapolis 


NAPIER featured a “footstool” plat- 
form with accent on comfort because of 
the softness of the baby calfskin. An- 
other smart shoe, also with accent on 
comfort, had a low heel and wide 
straps over instep and toe with per- 
forated trim in black calf, black patent 
and brown calf. 

John W. Thomas & Co. showed after- 
five sandals in black suede, with snug 
fitting ankle strap, selling at $22.95. 

Maurice L. Rothschild featured 
gabardine shoes trimmed in snakeskin 
along the sole and in a rolled bow. 

Packard’s showed sandalized pumps 
in black or brown doeskin with gold 
plated nailheads with very high heels. 
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= Dr. Reed Cushion Shoes 
Sawyer Moccasin Co. 
Smith, Carl T. 

F} Smith, M. C. Co. 

| Starlet Footwear Corp. 
Sun Valley Boot Co. 

7 Swan Shoe Co., Inc. 

a Vogue Shoe, Inc. 

4 Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 


Engquist, Howard J. 
Enna Jettick Shoe Co. 
Evans, L. B., Son Co, 
Feltman & Curme Shoe Stores 
Co. 

Fitzgerald, Sue M. 
Hi-Grade Footwear 
Hoeffel, J. F. & Son 
Hollywood Shoe Co. 
International Shoe Co. 
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S ; Kling’s Theatrical Shoe Co. 
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ONE HALF BLOCK FROM 
THE PALMER HOUSE 
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NO 
INVESTMENT... 
NO STOCK... Just 

Set Up the Display and 
Collect the Profits! 


Cnlimetil — 
PAYS HIGH PROFITS 


5209 EUCLID AVENUE 


Write or phone today for this complete selling package 


CLEVELAND METALLIC PROCESS CO. 


@ Yes, sentiment and those priceless 
memories can pay you high profits. 
Here is an easy-to-sell item ... guar- 
anteed forever. 

Without any investment, no stock to 
carry on your shelves, you can make 
big profits quickly and easily. Every- 
thing is furnished to make your 
selling job easier... free! Get your 
selling aids—now ... counter dis- 
play... descriptive folders . . . and 
extra fast delivery service. CLEMETCO 


Tl / Baby Shoes sell themselves. 
v- 


.} Our new descrip- 





| tive folder on 






metallic processed 





products & prices 
now available 









CLEVELAND 3, OHIO 





Popular Price Group Pledges Cooperation 





Association Endorses NSMA’s Industry Production Potential and 


Balanced Program—Sees 


Retailers Checking Undue 


Price Increases 


CHIcaGo—An all-out program to get 
the shoe industry “back to a full-value 
basis” as a means of assuring continued 
full production and distribution was 
pledged by the Popular Price Shoe Re- 
tailers Association at a meeting at the 
Palmer House, Chicago, during the 
National Shoe Fair and members of 
the group urged the importance to all 
branches of industry of holding the lid 
en prices. 

In a statement issued after the meet- 
ing, J. O. Moore, of Miller-Jones Co., 
president of the group, declared, “We 
heartily endorse the analysis of the 
industry’s production potential made 
public by W. W. Stephenson, executive 
vice-president of the National Shoe 
Manufacturers Association. Retailers of 
popular priced footwear are thoroughly 
in accord with the proposition that 
lower prices or higher spending power 
will be necessary before the shoe in- 
dustry can safely produce at the rate 
of 600 million pairs a year. With little 
likelihood of higher public spending 
power in. the foreseeable future it de- 
volves upon the industry to make a 
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concerted effort to hold prices of shoes 
in order to achieve full production,” 
Mr. Moore said. 

“As cooperators in the program for 
a full 52-weeks balanced production 
initiated by the shoe manufacturers, we 
feel keenly our responsibility to help 
achieve that goal, now so clearly de- 
fined, by exerting our utmost influence 
as individual retailers in our segment 
of industry toward preventing runa- 
way prices, and insuring a quick return 
to standards of price and value in shoes 
that are universally desired by respon- 
sible members of industry, whether tan- 
ner, manufacturer or retailer. 

“Decontrol of prices in our industry, 
is now a reality. Many feel that a tem- 
porary spiralling of prices is inevitable. 
We think that such a spiral is entirely 
possible but by no means inevitable. In 
any case, we fee] that retailers in cor- 
rectly interpreting the buying attitude 
of the public to manufacturers can do 
much to hold the ballooning of prices 
to a minimum if not to prevent that 
from occurring entifely,” Mr. Moore 
declared. 


Edward Atkins, executive secretary, 
led discussion on current merchandising 
trends and legislative prospects of in- 
terest to chain stores. Benjamin Selig- 
man, general counsel, analyzed the 
recent decision of the U. S. Emergency 
Court of Appeals which upheld the as- 
sociation contention that sections of the 
hosiery price regulation were illegally 
discriminatory to chains. 





Rubber Sole Shoes 
Begin Style Comeback 


[CONTINUED FROM PAGE 77] 


facturers can make will be more than 
welcome. Emphasis is being placed on 
correct lasts; good fit; proper arch sup- 
port; cushioned soles and heels; vul- 
canization; washable, or scrubbable, 
uppers; non-marking soles and other 
practical and comfort features. 

In the leisure types, color combina- 
tions and attractive good fitting pat- 
terns ... in the case of stepins, goring 
is usually used ... are emphasized. 
White, navy, brown and sand tones are 
popular colors. Red is, of course, good, 
often in combination. The designers 
and makers of rubber sole shoes have 
set their course to give Mr. and Mrs., 
Master and Miss, Consumer, Summer- 
time shoes with the maximum in com- 
fort, stvle and functional, practical 
wearability. 





IN TOBACCO, it’s the 
IN LEATHER SOLES, FIBRE-: 










































ORTING makes the difference 


FIBRE-SORTING the England- 
Walton way, means that skilled 





sorters with trained “insight” are 
aware of the most minute differences 
in inner fibre construction of leather 
... assuring superior matched cut 
soles. With E-W FIBRE-SORTED 
leather soles, many manufacturers 
have laid the foundation for repeat 
orders from satisfied retailers and 


wearers. 
FIBRE-SORTED cut soles offer a defi- 
nite extra value ...a unique E-W 


sales feature. 





SET 1 SET 2 


POLARIZED LIGHT PARALLELS KEEN 
INSIGHT OF ENGLAND-WALTON SORTERS 


E-W fibre-sorted matched soles offer greater 
flexibility and wear-resistance. 

Just as Set 1 of these paired photoelastic 
studies shows uneven stress lines in unmatched 
flexed samples, so does internal structure of 
unmatched leather soles show: UNEQUAL WEAR 
SERVICE. 

Uniform stress lines in Set 2 is comparable 
to soles matched by E-W trained sorters: 
LONGER, MORE EVEN WEAR. 





ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston « Camden + Peabody « New York + St. Louis 
Columbus + Milwaukee + Los Angeles + San Francisco 
Ashland, Ky. * Newport, Tenn. + Hazelwood, N. C. 
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Shoe News ) 





RECORDER REVIEW CF CURRENT HAPPENINGS IN THE SHOES TRADE 





Trade Consensus for Cautious Price Policy 


Sudden Announcement Followed by Flurry of Speculation and Varied 
Reactions, But Wiser Counsels Favor Moderation. 


New York—Announcement of decon- 
trol of hides, leather and shoe prices 
exploded dramatically over the National 
Shoe Fair at Chicago, October 30, and 
within minutes was on the lips of the 
13,000 industry visitors. In a few hours, 
radio and newspapers had carried it to 
the most distant sections of the country. 

Reported the subject of an inter- 
agency tiff between OPA’s Paul Porter 
and Reconversion Director Steelman, 
decontrol was first announced by the 
latter. Said Mr. Steelman: “After a 
careful study . .. I am convinced that 
decontrol of hides, leather and footwear 
is in the best interests of production and 
supply to consumers.” A few moments 
later, OPA followed suit with a brief 
announcement. That was all there was 
to it. In a matter of seconds the shoe 
industry was free of the shackles it had 
fought with increasing resistance since 
the end of the war. Freed were all types 
of domestic and imported skins, hides 
and processed leather, including calf 
and cattle, kid and goat, sheepskin and 
other leathers; men’s, women’s and chil- 
dren’s shoes of all types including dress, 
sportswear, play shoes and slippers. 


Exaggerated Price Forecasts 

Within a few days a flurry of specu- 
lations appeared in the nation’s press. 
Price officials saw a 50 per cent increase 
in leather; a 20 to 30 per cent increase 
in the public’s annual $2 billion shoe 
bill. The Associated Press in Boston 
reported a New England manufacturer 
as saying prices might double. Merrill 
A. Watson, executive vice-president of 
the Tanners’ Council, characterized that 
as a “rash forecast,” having no basis 
whatsoever, and other estimates were 
much more conservative. In Rochester, 
retailers predicted pairage increases of 
$2 to $3 followed eventually by an eas- 
ing off due to increased production. The 
Chicago hide market reported isolateu 
sales at 31-32 cents, double the 15% 
cent ceiling; small packer sales at 25-28 
cents. The New York Times reported 
tanners renegotiating previous commit- 
ments with shoe manufacturers at prices 
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ranging up to 100 per cent over previous 
ceiling levels. 

After the first brief flurry wiser heads 
prevailed. Retailers and manufacturers 
asserted that rash predictions of ad- 
vances in shoe prices were both unjus- 
tifiable and unfounded. “Not only re- 
tailers but manufacturers and tanners 
should avoid setting policies while mar- 
kets are feverish and uncertain,” said 
L. E, Langston, executive vice-president 
of the National Shoe Retailers Associa- 
tion. “It may be weeks before conditions 
settle down; until then, the fewer 
changes the better. There will be less 
to regret.” Mr. Langston warned that 
consumers must expect that shoe prices 
will have to be advanced but he urged 
tanners, manufacturers and retailers to 
pass through “only the minimum un- 
avoidable cost increases.” 


Popular Price Group Policy 

Edward Atkins, executive secretary 
of the Popular Price Shoe Retailers 
Association, said there will be no imme- 
diate rise in retail shoe prices nor will 
future price levels rise to anywhere 
near the 30 per cent increase predicted 
by OPA. The agency’s remarks were 

. “ill-advised, unnecessary and in- 
flationary,” he said. Increases, accord- 
ing to Mr. Atkins, will not equal OPA 
estimates for three reasons: 

“1. Retail members of the Popular 
Price Association have pledged them- 
selves not to raise prices on existing 
inventories. 

“2. Retailers refuse to pay any in- 
creased prices where materials for shoes 
are already owned by manufacturers. 

“3. Retailers are vigorously resisting 
price increases on future orders. Saving 
the public from inflation and saving the 
industry from the aftermath are big 
stakes, worthy of the most intensive 
effort by all branches of industry,” he 
declared. 

Taking a similar but somewhat more 
lenient view, the National Shoe Manu- 
facturers Association said, “We believe 
that it is highly desirable for shoe re- 

[TURN TO PAGE 142, PLEASE] 


Consumer Selectivity Reflected 
At Guild Showing 


New YorK—An effort to hold the 
price line as long as possible was in- 
dicated at the Spring openings of the 
Guild of Better Shoe Manufacturers, 
held the week of Nov. 4 in member 
firm’s showrooms. The first buying 
period in a decontrolled market, a big 
buyer attendance reflected a buyer se- 
lectivity which is a reflection of in- 
creasing consumer discriminations. 
Buyers were seeking specific styles as 
well as pairage of Spring shoes for 
January through March delivery. The 
openings afforded the buyers an oppor- 
tunity for an exchange of thinking. 

“We cannot prognosticate what the 
future will hold until leather prices are 
determined,” stated Benjamin  D. 
Schwartz, of Customcraft Originals, 
president of the Guild. “The new 
leather prices will decide eventual shoe 
pricing, but we will do our utmost to 
hold prices as near the present level as 
possible.” While awaiting a crystalliza- 
tion of tanner and hide market prices 
before determination of price policies, 
many makers are purchasing leather on 
a day-to-day basis. Prices are being 
maintained on shoes in process, it was 
pointed out by a member firm, with a 
review of price structure to take place 
when prices are clarified. 

“With decontrol off, manufacturers 
are virtually in the hands of tanners 
who reflect hide policies,” said Irving 
E. Grossmann, of I. Miller & Sons, Inc., 
first vice-president of the Guild. “We 
are compelled to look for daily pur- 
chases from tanners. If their prices 
become abnormal we will be forced to 
reflect this increased cost in our shoe 
prices. We makers of fine shoes who 
have in the past built up inventory only 
with select skins in order to get the 
desired quality find our shelves with 
little or no inventory. If leather prices 
are slightly above pre-decontrol costs, 
some of us will absorb this slight dif- 
ference as our desire is to maintain 
prives that exist today.” 

There will be a marked shortage of 
better grade shoes produced by Guild 
member firms at least until the end of 
April, it was forecast. However, the 
availability of leathers, scarce during 
the last Guild opening, made possible 
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Two Individualized Shoe Departments in Texas Fashion Center 


Above are photos of the shoe departments in Buttrey's, 
three-story fashion center in Austin, Tex. - The children's 
department, at left, has been given a circus decoration. 
Platform seats are builf on a merry-go-round arc which 
keeps the youngsters occupied while they're being fitted. 


AUSTIN, TEX.—The. opening of Aus- 
tin’s newest fashion center, Buttrey’s, 
recently brought to central Texas two 
new shoe departments, one for women 
and the other for infants and children. 
The exclusive new three-story store, 
which was completed recently, is lo- 
cated at 107 West Sixth Street. 

Cerise and chartreuse are skillfully 
blended throughout the first floor of 
the building, with mirrored walls, 
flowing lines and draped doorways 
carrying out the modern theme de- 
signed by architect Angelo Bisenz of 
New York. The cerise and gold pillar 
supports featured throughout the first 
floor are a merchandising as well as 


decorative asset with their chartreuse 
display shelves surrounding the base 
of each pillar. 

The women’s shoe department oc- 
cupies the entire end of the first floor. 
Skillfully draped storage space con- 
ceals the stock of over 5000 pairs of 
shoes and seating arrangements allow 
a maximum of customers in a mini- 
mum of space. The women’s shoe de- 
partment is leased from owner Ted 
Buttrey by the Senac Shoe Corporation 
of St. Louis. Manager of the depart- 
ment is Bart Davitt, formerly with 
Senac at the Vogue Shoe Store in San 
Antonio, 

The children’s shoe department, lo- 


The salesman can also do his job without stooping while 

mother can oversee the whole thing from her seat below 

the platform. At right is the women's department. Done 

in modern overtones, a feature is the attractive picture 
frame display recessed into the wall. 


cated on the third floor, has been con- 
verted into a virtual circus for small- 
fry. A merry-go-round are with plat- 
form seats provides for the comfort and 
interest of the youngsters while they 
are being fitted. Prizes are given to 
each child customer. 

The raised platform on which the 
children are seated was designed by 
Mr. Bisenz for more efficient selling; 
the sales clerks may do the fitting 
without stooping. Mothers are seated 
in chairs below the merry-go-round. 

Mrs. Bernice Brown is manager of 
the children’s shoe department, which 
has been leased to Emmett-Mahaney 
Shoes, Inc., Dallas. 





Named District Manager 
By A. S. Beck 


New YorK—A, S. Beck Shoe Corp. 
has announced that Marc R. Triffle- 
man, former manager of the Market 
Street store in Philadelphia, has been 
made district manager of the Philadel- 
phia area. 


Navy Vet Opens 


Florida Store 

Fr. PIeERcE, Fia.—Bernie Walshon 
has opened The Shoe Box at 304 
Orange Ave. A complete line of men’s, 
women’s and children’s shoes will be 
carried. Mr. Walshon was in the same 
business prior to two years’ service in 
the Navy. 


Open Branch Store 


RoOcKFoRD, ILL.—The Thomas Fam- 
ily Shoe Store, operated by the B. B. M. 
Shoe Co. of Chicago, has opened a 
branch store at 201 South Main St. 
The building, formerly occupied by 
Bailey’s sportswear store, has been 
remodeled. Karl Aster is store man- 
ager. 
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Size 114" x 2%" 
6 Doz.—$!.75 
12 Doz.—$3.00 


Canadian 
Funds: Add 
10% 











Great Little Time Savers 
Price Tags with imprinted prices, any selection desired. 
Fall Circular showing 8 color 


“y"..White easel, pink border, green stripes, 
V-i—Autumn colors, orange, brown stripes, white easel, price bleck 


Merchants’ Service Dept., 209 S. State St, Chicago 4, Iinols 


igns ready july Ist. 


& iif With store name 
es printed on tags: 
12 Doz.—$5.00 
24 Doz.—$8.00 


Canadian 
Funds: Add 
10% 











Boot and Shoe Recorder 











Marks presents . . . 


SANTA'S SUGGESTIONS 


MEN'S SLIPPERS FOR HOLIDAY SELLING 
IN-STOCK FOR PROMPT DELIVERY 


Sold in 12, 24, and 36 pair Lots 
TERMS: NET 30 DAYS 


Men's Kid Grain Zapon 
California platform opera, 
Men's Mugwump Finished leather sole. Sizes 6 to 12. 
Kid Grain Shirling Slipper. 
Sizes 5 to II. 


M 
en's Kid Grain Leather Men's Brown Electrified 


upper Felt lined opera. . : 
Leather sole. Sizes 6 to 12. ery Be agate somi- 


$7.85 $2.50 wsse 


Same in blue. Sizes 6 to 11. 


C. W. Marks Shoe Co. 


Est. 1870 A House Every Live Retailer Should Know 
41 SOUTH WELLS STREET, CHICAGO 4, ILLINOIS 

















firryy \S 


in Black and White Suede; Black and 
Brown leather; and White Elk. 
Narrow and medium widths. $3.25 net. 
Minimum order : 18 pairs per width. Immediate delivery. 


Elkind Bros.,. 78 Reade St., New York 7 
Creators of Casual Footwear 


is 














Michigan Groups Hold Four Day Shoe Fair 





Taylor Elected President of MSRA—Nathan Hack and Retiring Presi- 
dent, Richard Schmidt, Honored—Buying Brisk Despite 
Confusion Resulting from Decontrol. 


Detroit — Michigan’s Annual Shoe 
Fair, extended to four days for the first 
time on record, opened November 3, 
under the shadow of the confusion 
caused by OPA decontrol. Most sig- 
nificant factor apparent, however, was 
the decision of retailers and travelers 
alike to adjust to the special conditions 
the new rulings caused, and the general 
placing of open orders without specific 
prices. 

Highlight news was the election of 
Clyde K. Taylor of the Rackham Shoe 
Company, Detroit, as president of the 
Michigan Shoe Retailers’ Association, 
the new title of the forty-year-old 
Michigan Retail Shoe Dealers Associa- 
tion adopted during the Fair. Mr. 
Taylor served as secretary-treasurer of 
the state retail body for the past ten 
years, after serving as president in 
1936-37. 

Richard J. Schmidt, who has been 
president for the past ten years, was 
named executive vice-president. Other 
officers elected were: Howard Preston, 
Battle Creek, and Morton Hack, Detroit, 
as first and second vice-presidents re- 
spectively; Homer D. Shepard, Lansing, 
secretary-treasurer; and Morton Hack, 


editor of Footsteps, official monthly 
organ of the association. 

Bud La Ports, Jr., Bay City, was 
elected to the board of directors for 
the full three year term; re-elected for 
another three years were Fred Murray, 
Charlotte; Howard Preston, Battle 
Creek; Max Harryman, Lansing; R. V. 
Todd, Pontiac; and Wendel Gladstone, 
Grand Rapids. 

Nathan Hack, founder of the Hack 
Shoe Company, who returned here from 
his home in California for the fair, 
was named honorary life president of 
the state association in an unprecented 
move. Mr. Hack had served many years 
as vice-president of the association, and 
in many other official capacities in this 
and other trade associations, national, 
state and local. He was presented with 
a plaque commemorating the event. 

A new honor was established in nam- 
ing a Shoe Man of the Year, with re- 
tiring president Schmidt the first to 
be awarded this title. 

The convention differed from all pre- 
vious affairs in its general organization 
and social aspects. With Detroit hotels 
crowded, it was necessary to abandon 
the traditional noon luncheon and the 


banquet was moved to the Hotel Elm- 
wood at the outskirts of Windsor, 
across the Detroit River—probably the 
first time that any shoe or other con- 
vention has moved bodily across the 
international line. 

Shoe men were on the air three times 
on Monday, beginning with the WWJ 
Coffee Club, fed to the NBC Network, 
broadcast from the station auditorium 
in the morning. At 6.00 p.m. commen- 
tator Harold True broadcast his even- 
ing program from the Michigan Room 
of the Hotel Statler as the feature 
event of a special shoe gathering. Later 
in the evening WJR conducted its Quiz 
of Two Cities from the same spot, aired 
in competitive broadcast with Cleveland 
shoe men from station WGAR. 

The Detroit News was host to the 
entire gathering on Monday evening 
with an elaborate cocktail party in the 
Michigan Room. 

With 134 shoe lines exhibiting in the 
fair, it was necessary to use two hotels 
for the first time, with many of the 
exhibit rooms located in the Book Cadil- 
lac Hotel as well as the. Statler. 

Despite the decontrol news buying 
was generally reported brisk. Atten- 
dance of retailers started off slow but 
increased by the later days of the con- 
vention. Shoe exhibitors were getting 
price confirmations by wire and phone 
from their factories in manv instances, 
and others were taking sales on open 
orders. 
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Third Generation Retailer Flies 
Own Plane on Market Trips 


PLYMOUTH, W1s.—Typical of this 
air-minded age is Niles R. Eichenber- 
ger of Plymouth, Wisconsin, who flies 
his own Vultee Valiant plane (a con- 





Niles L. Elichenberger of the A. J. 
Eichenberger and Son Shoe Store, Ply- 
mouth, Wis., who flies his own plane to 
the Chicage and St. Louis markets on 
buying trips. The plane is fully equipped 
for instrument and night flying. He makes 
the St. Louis trip in 22 hours and the 
Chicago trip in less than an hour. 


verted BT-13A Army type) both for 
business and for fun. The plane is 
fully equipped for instrument and 
night flying, and Mr. Ejichenberger 
makes trips regularly to the St. Louis 
and the Chicago markets. He figures 
about 2% hours for the trip to St. 
Louis, a distance of 450 miles, while 
the 150 miles to Chicago takes him 
less than an hour. 

Mr. Eichenberger is a third gener- 
ation shoe man. His grandfather 
made shoes for customers whom he 
served via house-to-house and village- 
to-village trips through his native 
Switzerland in the mid 1800's. 

In 1892 his father, A. J. Eichenber- 
ger, founded a shoe store in Plymouth, 
Wisconsin, which included a shoe re- 
pair department as well. The original 
stock was valued at $550, whereas to- 
day’s stock totals more than $12,900. 
In 1942 A. J. Eichenberger and Son 
celebrated its 50th anniversary, in 
which the whole town took part. The 
store carries men’s, women’s, and 
children’s shoes, prices ranging from 
$1.25 to $11.00. 

Mr. Ejichenberger’s 21-year-old son 
recently returned home after 37 months 
in the armed services in the South 
Pacific. He is at present attending col- 
lege, but contemplates following the 
family tradition of being a shoe man. 
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the next step in 
Krippendorf Foot Rest 
Shoes... 







Girls in their 'teens are usually more “fad” minded than 
quality wise about their shoe selections. But when they 
reach 25—and from then to 55—they demand beauty, fit 
and comfort in the shoes of their choice. 


That’s why Krippendorf Foot Rest Shoes are preferred by 
women of taste throughout their important 30 middle years. 
And that’s your opportunity to serve your biggest buying 
market—and in turn—profit through 30 years of Krippen- 


dorf Foot Rest Shoe sales. 


The Krippendorf-Dittmann Company 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 
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A ? ippendorf 
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FOOT REST 


SHOES 





Foot Rests cre Moderately Priced 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 








Named Buyer for 
Frank & Seder 


PHILADELPHIA—Mack Wilson, presi- 
dent of Frank & Seder, has announced 
the appointment of Jack Buchanan 
as buyer of upstairs men’s, women’s 
and children’s shoes at both 11th and 
Market and 69th St. stores. 

Mr. Buchanan was formerly with 
S. Pagle & Sons, Norristown, Pa. and 
served with Strawbridge & Clothier 
for 17 years in various capacities. At 
the time of his resignation, he was 
buyer of budget shoes, main floor de- 
partment. He assumed his new duties 
with Frank & Seder late in October 





to succeed Leon Margolis who re 
signed. 


Remodel Dr. Scholl 
Outlet in Rochester 


RocHESTER, N. Y.—The Dr. Scholl 
Foot Comfort Shop here has been re- 
modeled with a bright, modern interior. 
Special glass booth partitions are a 
departure from the usual full wooden 
panels. The wall paper, closely re- 
sembling glass brick, adds to the attrac- 
tiveness. The store is managed by W. 
C. Dellert, formerly of the Dr. Schol! 
New York Fifth Avenue Outlet. 
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source when you éan ‘have 
the finest binding available? 
Although our present supply of 
ARTUBE RIBBON is limited, we 
still have the binding you need in 
the width you need it. Our repre- 
sentative will call on you. 


THE ALLPEECE 


4059 Park Ave. 






CORPORATION 


‘New York 57, N. Y. 








JANSEN SHOE CO. « 


10824 BURBANK BLVD. 
N. HOLLYWOOD, CALIF. 





Shoe Executives Attend Fashion Show 





Chicago.—Among more than 500 manufacterers and retailers from women's 
wear and associated Industries who were guests of the Chicago Tribune last month 
at a dinner and preview of the Tribune's seventh annual American Fashions show 
were, left to right around the table: Miss Ruth Nichols, Miss Alice M. Been, Miss 
Alice O’Coanor, Miss Gladys Forkner, Mrs. John O'Connor, Mrs. Phil Raven, Mrs. 
4. L. Garner, Phil Raven—all of O'Connor & Goldberg—and J. L. Garner, of the 


Telbane. 





Annual Fashion Show 


Features Shoes 


"New York—tThe Fifth Edition of 
“Fashions of the Times,” annual New 
York Times fashion show, was pre- 
sented in New York Times Hall for the 
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benefit of the Greater New York Fund, 
from October 29 to November 1. Origi- 
nated by Virginia Pope, Times fashion 
editor, the production was directed by 
William Miles. 

Dedicated to “The American Girl,” 
and narrated by the radio team, Ed and 


Pegeen Fitzgerald, the show dramatized 
fashions for a variety of occasions, from 
active sportswear to formal evening 
clothes. The ten scenes presented a total 
of one hundred fifty costumes from re- 
sort and Spring 1947 collections. 

This year the Times show devoted 
particular attention to shoe fashions, 
calling one scene in the production 
“Bootblack’s Dream.” The eight shoes 
starred in this scene ran the gamut in 
material and character. J. Mackey’s 
contribution was a flat pigskin shoe 
cuffed with tweed to match a coat, and 
Seymour Troy used white alligator for 
his flat sling with square boxed toe. 
Bridging the gap between the casual 
and formal was a brown patent plat- 
form sling pump with suede trimming 
by Mackey-Starr. 

The ultimate in dressed-up shoes was 
illustrated by Morris Wolock’s high 
black suede ankle strap clog embroidered 
with gold and turquoise beading. On 
the other hand, quiet elegance in formal 
shoes was achieved by the Julianellis in 
their beige satin and gold open shank 
slipper with closed toe and lacing at the 
closed heel. I. Miller showed Grace 
Powell’s high heeled navy bootie with 
red back lacing. The unusual touch was 
introduced by the Delman slipper with 
high platform and curled toes, and cli- 
maxed with Edouard’s clear plastic 
evening shoe trimmed with gold kid. 
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For THE SAND-BOX CROWD! 


_ 


Profit-building spring sandals 


in two styles for 


toddlers and tots! 


Two-buckle sandal with 
chrome oak tan leather soles. 


No. 550—White elk, brown elk, and 


black patent. $19.80 per dozen. 


No. 551—Brown plastic and black plastic 


patent. $18.12 per dozen. 


Delivery December 1st. 











Perforated one-buckle sandal with 
chrome oak tan leather soles. 


jo. 500—White elk, brown elk, and 
black patent.. $19.80 per dozen. 


No. 501—Brown plastic and black plastic 


patent. $18.12 per dozen. 


children’s sizes from 4 to 8 


5% 10 days, 30 days net. 





Michigan Group Holds 
Four Day Shoe Fair 
[CONTINUED FROM PAGE 130] 


While the situation indicated that 
nearly any type of Fall, Winter, or 
Spring shoe would sell, some general 
style preferences were discernible. Sales 
were heavy in both low and high price 
lines, despite uncertainty of future 
price trends. 

Patents and gabardines were in top 
demand in women’s shoe lines. Leaders 
were in black and brown, with almost 
no colors shown at this fair in major 
lines. Kid leather was very scarce. 

The 1946 Shoe Fair marked the first 
under the presidency of George H. 
Layson of the Phyllis Shoe Company, 
at the helm of the Michigan Shoe 
Travelers Club, and the last under Mr. 
Schmidt of the retailers—the two spon- 
soring groups. All convention arrange- 
ments were in charge of co-chairmen 
Clyde K. Taylor for the retailers and 
S. S. Weiss of the Cambridge Rubber 
Company for the travelers. 


MSRA Affiliates with 
Michigan Retail Institute 


DETROIT, MicH.—The board of direc- 
tors of the Michigan Shoe Retailers As- 
sociation has voted to affiliate the group 
with the Michigan Retail Institute. The 
agreement, which became effective Nov. 
1, was taken to strengthen the shoe 
group without infringing on its au- 
thority and management. 

The alliance of the two groups 
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places a full-time manager, Harold 
Benge, at the service of the shoe re- 
tailers. Mr. Benge will do the neces- 
sary field work to “build and maintain 
a strong orgarization and render the 
essential services our members are en- 
titled to expect,” according to an an- 
nouncement from Dick Schmidt, presi- 
dent of MSRA. 





Shoes Associated Takes 
Two New Members 


New YorK—Two new firms have 
been admitted to membership in Shoes 
Associated, Inc., according to a recent 
announcement from Gregory J. Tobin, 
executive vice-president of the group. 
The new members, Robinson’s, Kansas 


City, and the C. A. Verner Co., Pitts- 
burgh, bring the group to 14 retail 
stores. Both are family shoe stores 
which conform in their respective com- 
munities to the type of operation in 
which other Shoes Associated members 
are engaged, Mr. Tobin explained. 

The 14 stores in the organization are 
grouped for purposes of common adver- 
tising, merchandising and promotion. 
The next meeting of the group will be 
held in New York in January, preced- 
ing the Guild showings, Mr. Tobin said. 





Suffers Loss From Fire 

CLINTON, ARK.—The Boone Mathis 
shoe store here suffered an $800 loss on 
building and $600 loss on stock in a 
$25,000 fire here recently. 





* % 
=*UUNEEUAUUEEEUUOOERORSEEEUUUOUGUCEOEREOREUOUUOUUGSUOUEESERECUUOOUOUGEEUCEEEEEOCUEUGUUOGUEERROEREUOUOUUOEEEELS 


Win.iaM IsEurn & Co., INC. 


FOUNDED 1808 


actors... 


Our factoring service makee it possible 
for the shoe executive to devote full time 


to production and selling activities—the oon. 


and Selling Agents 

real source of profits. of Shoes, Leather 
Inquiries invited 4 

357 Fourth Avenue NEW YORK = 
Branch Offices = 
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With every pair 


of children’s shoes 













CAVALIER LEATHER RENEW 


Here's the perfect plus sale for every shoe store and shoe depart- 
ment—a double profit item, because Cavalier Leather Renew is a 
real protection against the scuffs and scars that children’s shoes 
receive;—because it builds customer satisfaction and good will:— 
keeps wise mothers returning to your store for more shoes—and 


more Cavalier Leather Renew. 


Cavalier Leather Renew is now available in a full range of colors 
from your favorite wholesaler. If he cannot supply you—write us. 







CAVALIER COMPANY 
Baltimore 30, Md. 








To Campaign Against 
Design Piracy 

New York—Revival of the fight on 
design piracy was announced recently 
by Henry E. Stehli, chairman of the 
American Council of Style and Design, 
Inc. Foreseeing that alleviation of 
shortages and the return of competi- 
tive conditions will bring resumption of 
unauthorized copying of successful de- 
signs of various products, this group is 
ready to campaign for Federal protec- 
tion, said Mr. Stehli, who is president 
of Stehli & Co., Inc., textile manufac- 
turers. Action will be sought as soon 
as Congress reconvenes. 





“Industrial leaders who realize the 
heavy losses suffered under piracy, and 
the consequent increase in production 
costs, have urged us to revive the 
American Council,” Mr. Stehli dis- 
closed. “Other countries are strength- 
ening their laws to curb plagiarism of 
artistic designs. The United States has 
no such law. 

“Federal courts have acknowledged 
the moral and economic wrong done to 
originators but declare that the remedy 
has to be found in legislation,” Mr. 
Stehli added. 

“What we seek is simple copyright 
such as effectively protects creators of 
literary, musical and artistic works. 











Dates to Remember 


Western Michigan Shoe Fair, Michigan 
Shoe Travelers Club, Pantlind Hotel. 
Grand Rapids, Mich. 

November 17, 18, 19, 

Shoe Showing, Ohio Shoe Travelers 
Club, Hotel Gibson, Cincinnati, Ohio. 

November 17, 18, 19, 

Spring Shoe Fair, indiana Shoe Trav- 
elers’ Association, Murat Temple, 
Indianapolis, Ind. November 20, 21, 

Annual Bonquet, Central Pennsylvania 
Shoe and Leather Association, Hotel 
Penn Harris, Harrisburg, Pa. 

November 22, 

Annual Meeting, Tanners Council of 

America, Palmer House, Chicago, Ill. 
November 22, 23, 

West Coast Shoe Travelers Associates 
Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 

November 24, 25, 26, 27, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
il, November 25, 26. 

33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 2!, 

Shoe Show, Ak-sar-ben Mac, Inc., Corn- 
husker Hotel, Lincoln, Nebr. 

January 25, 26, 27, 28, 

Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 

January 26, 27, 

Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March I1, 12, 

National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May !, 1947 
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1946 


1947 
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1947 





But copyright does not at present cover 
a work of art when it is applied to an 
article of manufacture. 

“Legislation similar to the bill intro- 
duced in the last session of Congress by 
Representative Lanham would serve 
well as a starter. While confined to 
textiles, once enacted it would prove its 
usefulness to American creative genius, 
business enterprise and consumers, 
thereby paving the way to inclusion of 
designs of other products.” 

The American Council has set: up 
headquarters at 60 East 42nd Street. 





Butler Opens Unit 


In Charleston 


CHARLESTON, S. C.—The newest unit 
in the Butler chain has been opened at 
295 King Street here. In addition to 
shoes for sport, dress and street wear, 
a handbag and hosiery department is 
featured. 

The opening was attended by B. 
Feldman and J. P. Kalish, company 
officials. “We are proud cf our new- 
est store,” Mr. Kalish said, “and wish 
to assure the fashion-conscious women 
of this community that we will do 
everything possible to merit their good 
will and patronage.” 

Local manager is Richard Nuckols. 
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6 6” Sizes 
6/12 $1.35 


9 8-9" Sizes 
6/12 $1.85 


11 10-11" Sizes 
6/12 
15 14-15" Hunt- 
ing Style 
$2.75 


‘a 


IMMEDIATE 
DELIVERY 


All Wool Knit Gaiters, Dou- 
ble Felt Soles, Felt Heel. 
Black. 


411 ESSEX ST. SALEM, MASS. 








Consumer Selectivity 
Reflected at Guild Showing 
(CONTINUED FROM PAGE 127] 


the rounding out of current purchases, 
according to the report. 


Current quotas will be adhered to, | 


is the belief of Mr. Schwartz “for want 
of a better way to figure out this prob- 
lem.” There is evidence at the moment 
of a reshuffling of quotas to put more 
fine shoes into some places where there 
is a rightful need for more high-grade 
shoes, he stated. 

Closed types, considered by many the 
most important style influence in the 
showings, represented a comparatively 
small percentage of the shoes pur- 
chased. Open toe models were most 
generally wanted, with the sling pump 
retaining its lead position with new 
detailing on the sling giving it a 
wanted new look. Sandals are growing 
in interest, with ankle straps continu- 
ing in the high-grade lines. 

Simplicity is the keynote, many 
manufacturers report, with soft de- 
tailing expressed in styles throughout 
the collections. Even the more tailored 
types show softer touches, giving these 
styles a new talking point. Intricate 
craftsman details give the custom feel 
to many of the Guild designs. Con- 
struction ornaments and unusual vamp 
ideas eliminate the need for added 
ornaments, although some were in 
evidence. Interest in dressy styles on 
medium heels was general. 


Lytton’s Promotes Heidkamp 


Cuicaco—Lytton’s has recently an- 
nounced the appointment of Joseph B. 
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Heidkamp, manager of the shoe salon 
for the past nine years, as buyer of 
women’s and children’s footwear for 
all Lytton stores in Chicago, Evanston 
and Gary. 

Mr. Heidkamp will continue to make 
his headquarters in Evanston where 
the shoe department has been enlarged 
te occupy the entire second floor, now 
almost five times its former size. A 
new section for children’s shoes has 
been added. 





New Department Store 
For Columbus 


CoLumBus, O.—Newest department 
store in Columbus is Taft’s, at 104 
North High Street, whose four-story 
and basement building has just been 
completed for occupancy. 

Main floor of the store will include a 


shoe department located in the rear, 
with E. M. Lanstrum, of Trenton, 
N. J., as department head. Shoe stocks 
in the store are concealed, except for 
the shoe «splays. Throughout the store, 
a combination of fluorescent and in- 
candescent lights give practically day- 
light illumination. Front of the store 
allows clear vision from the street into 
the interior. Plain, undecorated window 
backgrounds further the modernistic 
character of the store. 





Store in New Location 


ELKHART, IND.—The New Economy 
Shoe Store is operating in its new loca- 
tion at 219 South Main Street, even 
though the exterior of their new quar- 
ters is not all completed yet. The store 
features footwear for the entire fam- 
ily. 











but suitable for STREET wear, too! 


| @ Imported from OLD MEXICO 


@ in Two-tone, Natural, Cafe — 
Available also in Military 
Style or Oxford. 


@ Sizes 6 to 11. 


- 
el tal 


QUICK DELIVERY ®> 





a % a : Choe 


®@ Made by hand, of course! And made of 
top grade STEER HIDE. What's more — 
they have TRIPLE-THICK soles. Imagine! 
Good not only for playtime or casual wear 
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? JACK SCHAEFER & ASSOCIATES 
$ 11320 So. Hope St., Los Angeles 15, Calif. 









: Ship — cases 

: (Packed 34 te cose) 

: Name 

; Address__.__ —————— i 
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HUARACHES 


Huarache Oxford 


ORDER NOW—30-DAY 
A REAL SHOE WITH NUARACHE Con COMPORT 
ladividually Boxed 
24 pairs per case 
#101 Men's 2-Tone 


























Il, $4.25 
#102 Men's Nosed 
Sizes 6-1), $4.25 
#103 Boy's 
15 
$3.60 


F.0.B. 
Brownsville 

Net 10 days 
FIRST COME 

FIRST SERVED 


RIO GRANDE 
IMPORTING CO. 
BROWNSVILLE, TEXAS 
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MEN'S FELT SHOES 


Le eli te i dil 











IN STOCK 
MEN'S 
FELT SHOES 


Imitation 
Leather Trim 
Felt Soles 
Rubber Heels 






8308 8 inch $2.75 

8309 9 inch 3.00 

8312 12 inch 3.40 
Sizes: 6-11 7-11 7-12 


12 pairs to case 
TERMS Net 30 Days 


ARENBERG PLOTKIN SHOE CO. 


336 Penn Ave. Scranton, Pa. 








Buy Savings Bonds 





















About Shoe People 





Jack Scott, formerly of Taylorville, 
lli., has been named manager of the 
shoe department at Newman’s Cloak & 
Suit Co., according to an announcement 
by Sidney Shaw, manager. Mr. Scott 
was recently discharged from the army. 
He previously managed shoe depart- 
ments of stores in Taylorville and Rock 
Island, Ill. 

. 7 . 

W. E. Whetstone, who has operated 
Evans Shoe Repair and Luggage Store 
in Topeka, Kans., for the past 10 years, 
has opened the Whetstone Shoe Store at 
515 Kansas Avenue. The store will fea- 
ture family footwear. Reed Whetstone 
will be associated with his father in the 
store’s operation. 

. . . 


Ralph Hays, former employee of the 
First National Bank, Holdenville, Okla., 
has opened Hays’ Shoes, newest shoe 
store in this city. 


* : > 


The Barron’s Shoe Shop, located at 
Gainesville, Ga., has been purchased 
from V. C. Simpson by George E. Con- 
ville. Mr. Conville will have associated 
with him S. J. Nunn and Jack Laddie. 
The shoe shop is located on North Brad- 
ford Street. 

> SI > 

Donald R. Pierce, formerly manager 
of the Merit Shoe Store, Watertown, 
N. Y., has been appointed manager of 
the Endicott-Johnson shoe store at 
Carthage, N. Y. Mr. Pierce operated 
the Carthage store for four years dur- 
ing the Army service of Robert Strife. 


- * od 


Harry Butler, third-floor shoe buyer 
for The May Company, Denver, Colo., 
has a new assistant, Dorothy Van Door- 
nick, former street floor booth super- 
visor. She will have charge of the de- 
partment’s new handbag section and 
will act as hostess. 

> * * 


Wally and Katie Kilman are in charge 
of the newly enlarged and remodeled 
shoe department in Thrasher’s Depart- 
ment Store, Frankford, Ind. 


* a . 


Carl Allen has been named manager 
of J. C. Penney Co.’s Elmira, N. Y., shoe 
department, succeeding Joyce Smith. 
Mr. Allen is a newcomer in the Penney 
organization. 

+ > + 

Ernest Carpenter, who was connected 
with the Rochester, N. H. office of the 
United Shoe Machinery Corp., has been 
retired on pension after 28 years of ser- 
vice with the concern. 

He is a member of the company’s 
Quarter of a Century Club and before 
entering the employ of USMC was a 
foreman in shoe factories in the New 
England area. 


Robert E. Feineman, manager of the 
shoe department at Feineman Bros., 
Rochester, N. H., has been named to 
two important committees of the Mer- 
chants’ Bureau of the Rochester Cham- 
ber of Commerce. 

One group will handle preliminary 
plans for the resumption of Christmas 
lighting in the city’s business section 
this year, for the first time since the 
war started, and the other will seek an 
agreement for a uniform Wednesday 
afternoon closing of all Rochester re- 
tail establishments throughout the year. 


Miss Jean E. Garand, who has been 
assistant manager of Endicott-Johnson 
shoe stores in Franklin and Concord, 
N. H., and Wilfrid A. Lamarche of Wil- 
ton, an overseas veteran of World War 
II, were married recently in a double 
ring candlelight ceremony at the Bap- 
tist Church here. 


Bob Scheppele, for the past several 
years traveling for the Wohl Shoe Com- 
pany, is now manager of the second 
floor shoe salon in Frank’s Department 
Store, Fort Wayne, Ind. 


Franklin A. Huetter, son of Frank A. 
Huetter, longtime president of the 
Michigan Shoe Travelers Club, has 
opened Ted and Len’s Stage Show Bar, 
one of the leading cocktail lounges of 
Detroit. 


Maurice Pierce who has been in 
charge of the corrective shoe depart- 
ment at Frederick and Nelson’s, Seattle, 
for over twenty years, has accepted a 
similar position with Nordstrom’s, and 
will be in charge of the new corrective 
department which Nordstrom’s plan to 
open soon on the second floor of the 
Ranke Building. 


R. P. Timbers, former manager of 
the shoe department at Sear’s Lincoln, 
Neb., store, has been promoted to the 
control office and has been succeeded by 
C. N. Williams, who has been with the 
shoe department since his honorable 
discharge from the army last year. 


Edward C. O’Brien has been trans- 
ferred from the sales force at Han- 
over’s Fifth Avenue Store, Pittsburgh, 
to. be assistant manager at the Mc- 
Keesport store. Harold Rudasille, just 
discharged from the paratroops, re- 
places Mr. O’Brien. Hanover’s Fifth 
Avenue store personnel is now 100 per 
cent veteran. Albert H. Rudge, recently 
released from the Army Air Corps, is a 
new salesman at Hanover’s Smithfield 
street. store. 
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Russell Colwell and his son Russell 
Colwell, Jr., have opened a new shoe 
store at 126 Kentucky Stréet, Petalu- 
ma, Cal. The new store will feature 
national brand shoes for women and 
children. 

The senior Mr. Colwell has been with 
the Rosenberg Department Store in 
Santa Rosa for the past ten years; for 
several years he served as manager of 
the shoe department. His son was re- 
eently discharged from the service. 

. . 7 


Harold Farber, representing The 
Bootery on Coral Way, has been named 
a member of the board of directors of 
the Miracle Mile Merchants Associa- 
tion of Coral Gables, Fla. 

* . * 


After a six weeks’ sojourn at 
Waynesville, N. C., Sam Bailey and 
Mrs. Bailey have returned to their 
home in Coral Gables, Fla. Mr. Bailey 
owns and operates the Sam Bailey Boot 
Shop in the Lorraine Arcade. 

7 7 . 

The Friendly Department Store has 
been opened at 1802 N. Dixie Highway, 
Hollywood, Fla., by R. D. (Pete) Wor- 
ten, who owns and operates the place. 
He was recently discharged from the 
service after being stationed in Aus- 
tralia and Manilla. For a number of 
years he was in charge of the shoe 
department at the Variety Store in Co- 
conut Grove, resuming his position 
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Sizes: 5 to 92 














upon his return. In his new shop Mr. 
Worten is carrying a complete line of 
shoes for men, women and children. 

= 7. > 

Joseph Wasserman, proprietor of 
Wasserman’s Shoe Store, 1619 Carey, 
Cheyenne, Wyo., reported that consider- 
able interest has been engendered in 
Air-O-Magic’s contest in which the con- 
testant writes a short slogan based on 
the “famous 88 Air-O-Magic features.” 
Wasserman’s is actively promoting the 
contest which ends December 15, he 
said, and includes a grand prize of a 
round-trip luxury flight to Europe via 
American Airlines system, or its cash 
equivalent if desired. 

~ > . 

The Rivers Shoe store at 404 Broad- 
way, Larned, Kans., opened recently 
for business, with John Rivers as 
owner and manager. The store will 
carry a complete line of shoes for all 
members of the family, Mr. Rivers 
announced. 

The owner recently came to Larned 
from Dodge City, Kansas, where he 
was employed in the W. W. Virtue 
shoe store. 

> . . 

Sidney A. Richards in the shoe 
business at Bakersfield, Calif., and 
formerly of Emporia, Kansas, was 
married recently to Miss Eileen Jones, 
daughter of Mr. and Mrs. James D. 
Jones, Bakersfield, also former Em- 


SKI and CLIMBING BOOTS 
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porians. The marriage took place in 
the Little Chapel of Sacred Memories 
in Bakersfield. 

> . > 

W. A. Slade, formerly manager of 
A. S. Beck’s Fifth Avenue store in 
Pittsburgh, has returned to Phila- 
delphia because of his wife’s illness. 
Yale Cohen, formerly with the James 
Cohen Company, Pittsburgh shoe dis- 
tributors, has replaced Mr. Slade as 
Manager of Beck’s. 

. » > 

Edward I. Fishbein is managing the 
Ben Little Shoe Store, 5860 Forbes 
Street, Pittsburgh. Mr. Fishbein was 
with Kali-Sten-Iks in New York prior 
to entering service in the Army Air 
Corps. He has almost completely re- 
covered from wounds which hospitalized 
him for four months on his return to 
the United States. 

” * . 

Michael Atran, released from the ser- 
vice eight months ago is now traveling 
through Texas and Mississippi for the 
David Brown Shoe Co., Baltimore. 

7 > > 

Miss Clara Mae Stone has been trans- 
ferred to Marshall, Tex., from Texar- 
kana, by the Austin Shoe Store. She 
will be connected with the sales depart- 
ment. James Burton of Powell, Texas, 
has also joined the sales staff at the 
Austin Shoe Store, which is located at 
210 North Washington Avenue. 
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WOMEN'S SLIPPERS 


Women’s 


HEAVY WEIGHT FELTS 
Full Quilted Linings 
HARD LEATHER SOLES 











#102 Wine 


#103 Royal Blue 

5 to 9 Half Sizes 
36 Pairs to case. 18 Pairs Mini- 
mum er. 


In Stock - Immediate Delivery 


_ HARPER & KIRSCHTEN 
SHOE CO. 
323 W. MONROE ST. 
CHICAGO 6, ILL. 














CHILDREN'S BOOTS 








“CHICO” 


STOCK "CHICO" BOOTS AND PLEASE 
AMERICAN SMALLFRY. STURDY, 
WELL-CONSTRUCTED BOOT IN NAT- 
URAL LEATHER WITH CuareR DE- 
SIGNS IN COLORS. : 






F.0.8. 
BROWNSVILLE 
NET TEN DAYS 
Rio Grande Importing Co. 
BROWNSVILLE, TZXAS 















Obituaries 





Myron L. Keith 


BROCKTON, Mass.—Myron L. Keith, 
honorary vice-president of the George 
E. Keith Company, died October 27 at 
his home, 11 Paine Street, this city. He 
was 87 years old and had been connected 
with the development of the shoe indus- 
try since the age of 16 when he left high 
school to work with his brother, Flavel 
B. Keith, a shoe manufacturer. Later, 
in 1883, he became associated with an- 
other brother, the late George E. Keith. 
In 1898, after having served as factory 
superintendent for several years, he be- 
came one of the incorporators and a 
stockholder in the George E. Keith Com- 
pany. 

Mr. Keith was active throughout his 
life in civic affairs and in Masonic and 
banking circles. For many years he 
served as clerk of the Republican City 
Committee of Brockton, was a director 
of the Home National Bank and one of 
the incorporators of the People’s Sav- 
ings Bank of Brockton. 

In Masonic circles he was a member 
of St. George Lodge, A. F. and A. M., 
and of the Bay State Commandery, 
Knights Templar, in which he served as 


.Eminent Commander in 1901 and 1902. 


In 1908 and 1910 he was Deputy Grand 
Master of the Grand Lodge; and in 
1916 and 1917, he was Grand Master. 
As one of Brockton’s first thirty-third 
degree Masons, he was accorded high 
honors at Cleveland in 1922. 

Included among his clubs were the 
Commercial Club of Brockton, the 
Brockton Country Club and the Walk- 
Over Club. 

Funeral services were held Wednes- 
day, October 30, in the South Congrega- 
tional Church, here, of which Mr. Keith 
had been an active and generous mem- 
ber for many years. 





Charles H. Mansur 


ROCHESTER, N. H.—Funeral services 
for Charles H. Mansur, 68, well known 
shoe manufacturing executive for many 
years, were held Oct. 26 at the home of 
his niece, Mrs. Harold Lincoln, 19 Far- 
rington Street, where he died after a 
two weeks’ illness. 

He was a veteran foreman in New 
Hampshire and Maine shoe factories 
and was connected with a South Ber- 
wick, Me., firm at the time of his death. 





Frank Marazita 


NortH TONAWANDA, N. Y.—Frank 
Marazita, 62, who had conducted a 
shoe store at 336 Schenk Street for the 
past 28 years, died recently at his 
home at the store’s address. He was a 
native of Italy. Surviving are his 


wife, Maggie; two sons, Frederick and 
Michael, and a daughter, Agatha. 


Joshua Schwartz 


New YorK—Joshua Schwartz, for 
seven years associated with Schwartz 
and Benjamin, Inc., and more recently 
in charge of sales for the Frosh Shoe 
Company, Lynn, Mass., died Novembe: 
1 after a brief illness. He was 36 years 
of age. 

Mr. Schwartz was an attorney-at-law 
and prior to joining his brothers in the 
shoe business he spent eight years en- 
gaged in law practice. 

Mr. Schwartz is survived by a widow, 
Miriam; two children, Lawrence and 
Barry; four brothers, Ben, Sam, Mau 
rice and Henry Schwartz; and one sis- 
ter, Mrs. Anna Kaplowitz. 





Martin Marks 


CINCINNATI, OHI0O—Funeral services 
were held last month for Martin Marks, 
96, former partner in the Marks & 
Stix Shoe Company and real estate 
broker, who died at the home of a 
daughter, Mrs. Gertrude M. Weiss, 730 
N. Crescent Ave., Avondale. 

Mr. Marks retired as head of the 
shoe firm in 1923, when it went out of 
operation. Until 1929, however, he 
bought and sold real estate and was 
active in civic affairs until he was 90. 

He was born in Cincinnati in 1850. 
Members of his family recall that at 
13 he ran away to join the Union 
troops during the Civil War. He served 
as a waterboy and was sent back home 
when he contracted smallpox. 

Mr. Marks and his wife, Mrs. Rosa 
Marks, who died three years ago, cele- 
brated their 50th wedding anniver- 
sary in 1940. He was a Mason for 50 
years and formerly belonged to the 
Losantiville Country Club. 

Besides Mrs. Weiss, Mr. Marks 
leaves another daughter, Mrs. George 
Ernst, New York City, nine grand- 
children and one great-grandchild. 





Milton Schofield 


RocHESTER, N. H.—Milton Schofield, 
14, executive of the Maybury Shoe Co. 
here, died in Frisbie Memorial Hospital, 
Oct. 28, after a brief illness. 

He was a native of Marlboro, Mass., 
and came to this city seven years ago, 
serving five years as superintendent of 
the East Rochester plant of the Hub- 
bard Shoe Co. He was superintendent of 
the Sam Smith Shoe Corp. in New- 
market before joining the Maybury con- 
cern a short time ago. 

Survivors include his widow, Floretta 
Schofield; his mother, Mrs. Alice Scho- 
field of Marlboro; a stepson, Lucien 
Gendron; and a stepdaughter, Gertrude 
Gendron. 
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© Comes complete with 18" table 
Carries up to 200 Ibs. 

Sturdy, all steel construction 
.For 110 Volts A.C. 50/60 cycles 


with ROTO-SHO. ... 
hours of operation. 
write TODAY for complete injormation. 





The ACTION Display-Way To Boost Sales! 


TURNS THREE 
TIMES A MINUTE 





ROTO-SHO revolving display in your window will attract twe 
to three times more customers into the store than a “still” dis- 
play. Create more interest in your displays 
It frequently peys for itself in the first few 
Delivery is immediate from stock. 


GENERAL DIE & STAMPING CO., 262-E Mott St., New York 12, N. Y. 
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imported SKI BOOTS 
for Men and Women 


Have These Functional Features: 
Seamless one-piece vamp, quarter and euter 


toagque. 

Fiat undersurface—straight sides make for 
security and ceomfert in fitting shees te 
bindings. 

Full bellows inner tongue sewn to sides pre- 
vents moisture penetration se feet remain 


dry. 

Uppers end ereupen leather seles are water - 
proofed. Heel is grooved. 

Double sole with stowt Goeedyear reverse 
welt fer additional waterpreefing. 

Fully intertined with p'iable soft leather 

Felt edging around the top prevents chafing 
at ankles. 

bay Xo. hw EY facten outer tongue over lacing 


Pel teep Geteced' te exter back. 


PROTECTOR 
@G 


OPA Ceiling Price 
$17.90, F.0.8. N.Y.C. 
Less 2% 10 days EOM 


Color: OXBLOOD 
Women's Sizes 
5-8, Half Sizes 


Men's Sizes 
8 to 92, 10, 11, 12 


FREDERIC J. DORMER CO. 
| 48 W. 37th St., New York 18, N.Y. 











Milwoukee, Wis.—Creating interes? in Milwaukee is Gimbel's second floor 


Better Shoe Salon. 


Contrasting color tones; simulated leather wallpaper; and 


brightly lighted shadow boxes are in good taste in the “tailored” salon. Stocks are 
concealed. Nationally advertised brands of quality footwear are featured. 





Blauner’s Announces 
Buyer Promotion 


PHILADELPHIA — Irving Garfinkle, 
general manager of Blauner’s, has 
announced the promotion of Harry 
Alcoff from assistant buyer to buyer 
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of women’s teen-age, and children’s 
shoes. Mr. Alcoff has been associated 
with Blauner’s since returning from 
the armed services during the latter 
part of last year. He succeeds David 
Scheckman, who recently resigned to 
enter business for himself. 


Sees U. S. a Market 
For French Glove Exports 


New YorK—M. Jean Buscarief, 
president of the Buscarlet Glove Com- 
pany of Paris, Millau, and Grenoble, 
and vice-president of the French Fed- 
eration of Glove Manufacturers, who 
recently arrived here from France, sees 
an optimistic future for American firms 
in the importation of French gloves. 

Coming here as a delegate of the 
French government, M. Buscarlet is 
well acquainted with the situation now 
existing in the glove industry in 
France. He reports that the price of 
imports will see an increase here in 
December in line with the constantly 
increasing cost of skins. An additional 
factor is the high cost of hand sewing 
in France which is a result of the 
labor shortage there. However, M. 
Buscarlet feels that more French 
gloves will become available to Ameri- 
can importers in the future. 


A shipment of these gloves has re- 
cently been received by Norman Blum 
& Co. for whom Kislav gloves are 
made in France by the Buscarlet Glove 
Co. They will be available for Christ- 
mas selling and January deliveries will 
be made for the Spring season. Made 
by French craftsmen, the imported 
gloves are handsewn doeskin in a wide 
range of colors. 
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212 20th Street 


“GLAMORIZERS” 


by ACE BOWS 











Ne. 14 


or Brown Suede; Black, Town Brown, 
Russet Calf; Black Plastic. Attractive 
ment in the center. 


Terms: 2% 10 days 


ACE BOWS, INC. 
Brooklyn 32, N. Y. 











MEN'S SLIPPERS 














MEN'S EVERETTES 


* Top Grade Felt Uppers. 

* Folded Double-Stitched Edges. 

* Smooth Street-wear Leather 
Soles. 

%* No-Mark Rubber Heels. 

* Felt Lined Thru-out. 

% Long Molded Counters 






$1.95 


IMMEDIATE DELIVERY 
9515-T Brown Evérette 
9515-G Oxford Grey Everette 
9514-W Burgundy Opera Style 
9514-T Brown Opera Style 
9514-N Navy Blue Opera 


The 


PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1, Md. 
Honest-made since 1890 
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Cautious Buying at 
Tri-State Show 


BuFFALo, N. Y.—The best local shoe 
show yet from the standpoint of atten- 
dance of both exhibitors and buyers 
was held at Hotel Statler here, Novem- 
ber 3-4, by the Tri-State Shoe Travel- 
ers. The weather was ideal and buy- 
ers came from distant points of New 
York, Ohio and Pennsylvania, as well 
as from Canada. 

In spite of increased interest, how- 
ever, buying was generally cautious. 
This was one of the first shows held 
after the recent lifting of price ceil- 
ings and retailers did not yet feel sure 
enough of what the possible outcome 
of this might be to stock too heavily 
in many lines. 

Among women’s shoes shown were 
leathers, reptiles; gabardines and plas- 
tics, with a strong leaning toward 
leather types. Plain patent and reptile 
patterns in plastics sold well, also. 
Many platform styles were shown, with 
nail-head and reptile trim giving way 
to a return to the plainer types. A 
good showing of casuals and wedgies 
brought some brisk buying in these 
lines, with the sport shoes having their 
usual good following. Most types were 
shown in the three popular heel heights, 
but the high heeled styles were most in 
demand, even among the casuals. 

In all lines but casuals there was a 
definite shortage, whites being very dif- 
ficult to get. Casuals were listed as 
being now available for delivery by al- 
most every house at the show. Eve- 
ning shoes brought a rather poor re- 
sponse although several good models 
were shown by several exhibitors. 

There was a very real demand for 
children’s shoes, but here, too, there 
were many shortages. Infants’ shoes 
were shown, but deliveries were not 
promised for some lines. 

In the men’s field there was still 
the cry of shortages. Manufacturers 
are reported as trying to hold prices 
down, but the current rise in the price 
of leather and other materials used in 
the industry will make some price rise 
imperative. 

A few old styles, such as golf shoes 
and crepe soles, are slowly coming 
back; the two-toned man’s shoe is also 
now being offered by some houses. It 
is hoped that more sport shoes will be 
available by June. 

Browns were popular among the 
men’s shoes, but the demand for blacks, 
especially in dressier styles, was quite 
evident. All leather was most in de- 
mand. 

Rubber goods were also short, both 
among women’s and children’s wear 
and men’s light rubber goods. Stadium 
boots were fairly plentiful as were 
men’s heavy arctics and. Army type 
boots. Synthetic rubber was reported 
as plentiful, but the many accessories 
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MEN'S CLOGS & SANDALS 


ll eel i li eile li eli ill eli eli all 





STYLE TWINS 
CLOGS 
85¢ 





-O1 pr. 
SANDALS $1 er F.0.8. M. Y. C. 
@ Patented Molded Process 
@ Stretchy Fine Quality Rubber 
® Smart Dull Finish 
® Tailored Fit Assured 
® Sollproof-Washable Throughout 


Packed 24 pairs to case, Assorted or 
Solid Sizes Small, Mediem & Lerge 


MARATHON SPORTING SHOE CO INC 
116 Duane St.. New York 7, NW. Y 











MEN'S "HUNTPACS” 




















BEAT THIS 
VALUE 


* Oiled Tan Leather Tops 
* Rubber Bottom 

* Sewn-in Tongue 

* Hooks and Eyes 

* Rawhide Laces 
*Cleated Soles & Heels 
* Extra Felt Insoles 

* Newest 12” Pattern 


$475 


te Case 
Size Scale: 3/6 1/7 4/8 1/9 6/10 S/11 2/12 








SHOE CO INC 


New York 7, N. Y 


MARATHON SPORTING 





116 Duane St 








used in the manufacture of rubber foot- 
wear are not now readily available. 
Rubber dealers at the show predicted 
brighter prospects for 1947, however. 
Harry Levinson, president of Tri- 
State Shoe Travelers, expressed him- 
self as well pleased with the show and 
predicted that many favorable changes 
will soon be seen in the shoe industry. 
He urged that exhibitors wishing to 
participate in the next show of Jan. 
26-27 register with him early as reser- 
vations are even now being fast filled: 
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Xmas Show Cards 


ready NOW; 6 different texts on art 
design shown below. Texts sent on 
request to select from. 


Size 8” x 14”—Red, green and gold illustration—text 
in black. 


PRICE TICKETS 
of harmonizing de- 
sign—red, and gold 
border on white 
board size 1,” x 
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The Specia —~ aw“ J * 
O ne i in its 7 , * 
Field 


You want 30 years of experience behind the X-Ray 
shoe fitting equipment you buy. M. B. Adrian has spent 
30 years in X-Ray design and building and the “Spe- 
cial” is the result. It is the machine you need in your 
store to do a better job of selling and satisfying cus- 
tomers. The “Special’s” many new and exclusive fea- 
tures keep it far ahead of competition, added proof that 














24%4”—109 denomina- 
tions in stock — No. 
x-9. 

12 Doz.—$3.00 


With Store Name 
Imprinted 


144 tickets—$5.25 
288 tickets—$9.25 


Check with erder please, 
unless C.0.D. preferred. 


DISPLAY CARDS 


Every other month, 
12 informative and 
























forceful selling mes- 











sages on appropriately 





designed cards. 
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Detailed Information on Bi-monthly Service at Your Request 








209 SOUTH STATE STREET ¢ CHICAGO, ILLINOIS 








X-RAY CO. 


2507 $. HOWELL AVE, - MILWAUKEE 7, WIS. 


There Is No Substitute 
For Experience 


See the “Special” at the 
West Coast Shoe Traveler's 
Convention, Alexandria hotel, 
Los Angeles, Calif. 














Write for our latest literature and 
see for yourself why the “Special” 
is the “finest in X-Ray Shoe Fitting 

















100 Year Old Store Has Fireplace 





MILWAUKEE, WIS.—Perhaps the only natural fireplace in a shoe store In the 
country is the one at the T. A. Chapman Co., Milwaukee, Wis. Installed when the 
store was built almost 100 years ago, the fireplace has three sides, each of which 
Is alight with a cheerful crackling bicze from Thanksgiving to Christmas each year. 
The mantel and pilicrs were hand-carved in Switzeriand. The vases on the mantel 
Gre from the T. A. Chapman private collection. The shoe department is maneged 
by Kenneth G. Hird, and features famous brand names. 





Name Shoe Men to Work 
For Boston Fund 


Boston—Daniel W. Keeler, presi- 
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dent of the Keeler Leather Company, 
has accepted chairmanship of the Shoe 
and Leather Division of Greater Bos- 
ton’s Community Fund Campaign this 


year. Assisting him are division vice 
chairmen: Albert C. Blunt, Jr., sales 
executive of the J. F. McElwain Com- 
pany; Joseph S. Lanigan, eastern man- 
ager of the S. N. Nectow Company; 
J. Greenbaum of the A. C. Lawrence 
Leather Company. 

Heading the various groups with- 
in the division are the following: Wil- 
liam F. Hickey, vice-president of John 
R. Evans & Company for upper 
leather; Daniel E. Watson, treasurer 
of the Watson Cut Sole Company for 
sole leather; Harry L. Sutton, partner 
in the Sands and Leckie Company for 
hides and skins; Richard Feakes, presi- 
dent and treasurer of Feakes Mercan- 
tile Agency, Inc., for shoe and leather 
publications; John W. Quinn, vice 
president of K. J. Quinn & Company, 
Inc., for shoe manufacturing supplies 
and tanners; A. S. Burg, president of 
the A. S. Burg Company for fabrics; 
Samuel L. Slosberg, vice-president of 
The Green Shoe Company and Robert 
H. Adams, sales manager of the 
Charles Cushman Company co-chair- 
men for shoe manufacturers; Simon 
Pearl, treasurer of Simon Pearl In- 
corporated and Edgar C. Lane, Jr., 
vice-president of Lane Brothers Com- 
pany co-chairmen for shoe whole 
salers; Harold S. Piper, president of 
H. D. Piper & Son Corp., for con- 
verters. 
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SHOE FORMS 





















































—™ 
CELLULOID — ladies’, misses’, children’s — flesh 
coler enty, varied heel heights and sizee—immediate 


Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men's @ women's—attractive. 


Write for samples or details 


LYONS & COMPANY 
120 Ovane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














CHILDREN'S SLIPPERS 











AN OUTSTANDING BUY 


Genuine 
Electrified: Shearling 


BUNNIES 





No. 511. Natural Color. Full Shearling 
Intersoles, Acrolite Soles, Red Binding. 


IN STOCK 
Full Sizes, 5 to 2 
36 Pairs — Minimum Order. 
HARPER & KIRSCHTEN 


SHOE CO. 


323 W. MONROE ST. 
CHICAGO 46, ILL. 














METATARSAL PADS 








RUBBER MET PADS 
Bose Preys per gross prs. 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 











4126 Perlita Ave., Los Angeles 26, Calif. 









Trade Concensus for 
Cautious Price Policy 
[CONTINUED FROM. PAGE 127] 


tailers to fight price increases and sin- 
cerely urge tanners and shoe manufac- 
turers to do the same. Nevertheless, to 
exercise caution and to make a whole- 
hearted and genuine effort to keep down 
shoe prices does not obligate or require 
manufacturers to refrain from increas- 
ing the prices of shoes made from mate- 
rials on hand which were purchased at 
old prices. Working capital require- 
ments simply cannot be maintained un- 
less shoes made from leather acquired 
on a basis of 15 cent hides are sold at a 
price which will permit the replacement 
of these raw materials.” 

NSMA’s executive vice-president, W. 
W. Stephenson, stated in Chicago imme- 
diately following the decontrol an- 
nouncement that the industry was now 
free of production shackles. “I am 
sure,” he said, “that the entire shoe 
manufacturing industry will use its full 
ingenuity to attain maximum produc- 
tion and to keep prices at the lowest 
possible levels.” 

The New England Shoe and Leather 
Association said the government order 
must of necessity mean higher prices 
for hides, leather and shoes but also 
pointed out that decontrol will result 
in increased production. “The most 
essential factor to be noted,” said Max- 
well Field, executive vice-president of 
NESLA, “is that removal of price con- 
trols will mean immediate release of 
thousands of hides and skins which 
have been withheld from the leather 
market since last August.” 

A Boot AND SHOE RECORDER survey 
of retailers, manufacturers and sup- 
pliers throughout the country, results of 
which are published elsewhere in this 
issue, brought forth the opinion that the 
industry will weather the period with- 
out undue danger so long as caution 
and good sense prevail. A retailer in 
Oklahoma City summed it up. “Decon- 
trol should not be interpreted as a 
license,” he said, “but as a responsibility 
on the entire shee industry to operate 
intelligently.” A Southern retailer be- 
lieves consumer needs and willingness 
to accept are still in relationship. “Shoe 
prices will increase,” he said, “but to 
avert consumer resistance the industry 
must resist unreasonable increases.” 

Other than one or two isolated re- 
ports the survey showed no panic buy- 
ing. Rather, the public’s reaction to 
decontrol is a more forceful insistence 
on quality and value. A retailer in 
Austin, Texas, reported selective buy- 
ing much in evidence. Shoe prices 
climbing too high will be met by tem- 
porary buyers’ strikes, he said. A 
prominent St. Louis manufacturer 
agreed, stating the opinion that con- 
sumer demand from a pairage stand- 
point should not change much with the 
consumer seeking quality merchandise 
properly priced rather than extreme 
types regardless of price. Likewise, a 
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INDIAN MOCCASINS 
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CANADIANS 


Women's Indian Moccasin 


Leather Slippers, smartly 
trimmed with fur and beads 
. « » Rich colors . . . sizes 


$2.10 


SMOOTH ELK 
C-14 Wine 
C-15 Blue 

C-16 Brown 

C-I7 Red 







Charles Spiegel Co., Inc. 


DEPT. 8 SALEM, MASS. 


QUALITY FOOTWEAR SINCE 1914 
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retailer in Texarkana, Ark., reported 
increased evidence of price resistance 
since decontrol. Women, especially, he 
said are much more critical of quality. 

A majority opinion culled from the 
survey of over 100 hundred sources was 
that low inventories and shortages 
would be the rule for some months to 
come, Estimates placed improved in- 
ventories resulting from decontrol at 4 
tc 6 months away. Inventories should 
be built slowly, based on short time com- 
mitments and selective ordering, all re- 
tailers believe. Similarly, most retail- 
ers commented on the necessity for keep- 
ing stocks fluid and mobile until enough 
time has gone by to establish a definite 
trend. The watchword for.the next six 
months is caution. 





Changes Trade Name 


PHILADELPHIA — Benjamin Finkel- 
stein has announced the change of 
trade name from New York Cancella- 
tion Shoe Store to The Field Stores, 
located at 5500-02-04 North 5th Street, 
here. 
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; VISUAL 
| AID! 


VFIRST 
, fitting aid to adapt the 
Fluoroscopic X-Ray to 
the purpose of fitting ; 
shoes with scientific 9 
accuracy. 


FIRST : 
shoe fitting device to — 
provide the shoe mer- 
chant with the benefits 
of Visual Selling. 


ey 

> VFIRST 

i 6 shoe fitting aid to let 
the customer take part 
in the fitting operation, 
to let parents of young 
children see that their ; 
shoes were correctly 


fitted. 
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OVER a YEARS OF 
PROVEN PERFORMANCE 


— have made the Original 
X-Ray Shoe Fitter first 
choice of progressive 
shoe merchants, every- 
where. They are content 
to wait a little longer for 
the Original X-Ray Shoe 
Fitter because they know 
its performance record. 
Write for literature and 
delivery details. 


Am 
X-RAY 
FITTER Jac. 


3533 NORTH PALMER STREET 
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Attendance of 3,000 
At St. Paul Show 


St. Paut, Mtnn.—Drawn by the cur- 
rent shoe shortage and the urge to buy 
before expected price increases occur, 
3000 retailers from nine states attended 
the Northwestern National Shoe Trav- 
elers showing of 1947 Spring footwear, 
Nov. 2-5. At the opening session in the 
St. Paul Hotel Ed Trench, president of 
the association, greeted 250 guests at a 
stag party. 


When the show rooms opened offi- | 


cially on Nov. 3, a steady stream of re- 
tailers was on hand to visit the 200 
lines being shown. Tired from the re- 
cent Chicago show, retailers were nev- 
ertheless active. Their feelings were 
mixed, however. Some, expecting a 
more plentiful supply in the near fu- 
ture, were cautious about making any 
commitments. Others, feeling that price 
rises were inevitable, bought every- 
thing that could be obtained at usual 
prices. Sellers, too, were divided. Some, 
assured of material supply, were prom- 
ising no increases for six months at 
least; others were quoting no prices 
until the future of leather prices was 
clear. 

Climaxing the most successful show 
in years, 2500 guests filled the St. Paul 
Hotel ballroom for a gay banquet fol- 
lowed by an evening of dancing. Mr. 
Trench said that the show would be the 
keynote for future shows sponsored by 
the organization. Buyers in the North- 
west will prefer buying at a center 
within easy reach when assured of rep- 
resentative showings, he explained. 





Marshall Field Opens 
Budget Floor 


CuiIcaco—Marshall Field and Com- 
pany played host to representatives of 
61 manufacturers of shoes, play shoes 
and house slippers at a breakfast in 
the company’s Wedgwood Room late 
last month. 

The breakfast marked the opening of 
Marshall Field’s new Budget Floor 
which replaces the basement. “To be 
buying agents for a great segment of 
Chicago’s moderate price public with a 
greater intensification in the price lines 
and items which sell most freely in the 
moderate price field, is the Budget 
Floor’s most important function as a 
retail distributor,” Emil E. Krogh, 
merchandise manager of the floor, told 
the assembled guests. 

With a slogan of “Efficiency and 
Simplicity” for the Budget Floor, a 
five-year rehabilitation program has 
been set up. All new fixtures will be 
strictly functional, designed to show 
and to sell at best advantage the mer- 
chandise for which they’re built. Every 
change will be calculated to lower op- 
erating and sales costs. 







METAL TOP 


Six assorted subjects. Litho- 
graphed in multicolor and fab- 
ricated on aluminum base. 
Wooden spinner. 3%” diameter. 











Ask for @ sample, quotation, 
and our latest cateleg #25A. 


39-45 W. 19th St., New York 11, W.Y. 


SUPPLYING ADVERTISING ___ 
NOVELTIES SINCE 1902 
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#108 MEN'S NATURAL 
SIZES 6-11, $4.25 
#109 MEN'S BROWN 
SIZES 6-11, $4.25 
#110 CHILD'S BURNT-ORANGE 
SIZES 9-1, $2.25 
#11l BOYS’ 
Burnt-Orange 
Sizes 2-5, 


-_ F.0.B. 
Net 10 days 
RIO GRANDE 


IMPORTING CO. 
BROWNSVILLE, TEXAS 











WOMEN'S SLIPPERS 
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CAPESKIN 
Sky- Capers 


Leather Soles 
Padded Heels 


| $@.00 


#1085 Wine Capeskin 
# 1086 Brown Capeskin 
4 to 9 Full Sizes 
36 Pairs to case. 18 Pairs Minimum 


Order. 
In Stock—Immediate Delivery 


HARPER & KIRSCHTEN 


SHOE CO. 
323 W. MONROE ST. 
CHICAGO 6, ILL. 














Distinctive Northwest Store Run by Woman 


An interior view of Berg's Juvenile Shoe Shop at 818 West Sprague Avenue, 

Spokane, Wash. The sfore, owned and operated by a woman, Mrs. Marguerite 

Berg, is one of the most distinctive in the Northwest. Modern in every respect, the 

salon is toned in blue, beige and red. Mrs. Berg has earned an enviable reputation 
through her insistence on protecting the foot health of children. 


MRS. MARGUERITE BERG 


SPOKANE, WASH.—Berg’s Juvenile 
Shoe Shop is an attractive store opened 
recently at 818 West Sprague Avenue. 
It is the third in the history of the 
business and marks an expansion of 
space as well as an improved location. 

Devoted exclusively to juvenile foot- 
wear, the shop has a noteworthy dis- 
tinction in that it is owned and oper- 


ated by a woman, Mrs. Marguerite 
Berg. With her husband, the late 
Oliver H. Berg, Mrs. Berg established 
the business in 1930. Since 1939 the 
entire responsibility of operating has 
been hers. She has devoted years to the 
study of juvenile foot care and proper 
fitting and the continued success and 
growth of the business attests to her 
acumen and the popularity she enjoys 
among her clientele. 

The store is in the heart of the city. 
In appointments and over-all attrac- 
tiveness it carries out a basic theme 
of simplicity. Careful color blending 
—primarily blue, beige and red—adds 
life to the restrained lines of the salon. 
Seating capacity is 52 utilizing both 
chairs and a built-in, upholstered set- 
tee. All stock is concealed in two stock 
rooms, one running the full length of 
the salon; the other at the rear. 

In its physical attributes the store 
is distinctive, one of its selling points. 
However, Mrs. Berg, who feels it her 
personal responsibility to protect and 
promote the foot health of every child 
she serves, is due most of the credit 
for the store’s growth and success. 





Samters Open New 
Shoe Salon 


ScRANTON, Pa.—Amidst a decorated 
group of more convenient, more spa- 
cious feminine fashion shops, the very 
latest in women’s fashions for Fall 
made their debut recently on Samters 
new fourth floor. Throughout the day, 
mannequins displayed the style leaders 
for 1946-7 in dresses, coats, suits, furs, 


millinery, shoes and accessories. 

This floor, which was remodeled com- 
pletely from wall to wall in a char- 
treuse and peach motif, now features 
an exquisite new shoe salon where 
Scrantonians can shop in a comfort- 
able, leisurely atmosphere. 

Harry R. Sellner, executive vice- 
president, announced that the remodel- 
ing of the floor, was the first step 
in the plan of Samters to modernize 
the entire store. 
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The Ladies’ Shoe 
Stand that lends 
modern beauty 
fo your window! 


CHECK THESE FEATURES! 
¥ PRISM SHAFT ... . brilliantly 
catches and reflects your window 
lights. 


v¥ GRACEFUL LEGS... 
ordinary fiat base. 

v¥ AND... wide, adjustable plat- 
form, chrome fittings, and clever 
heel catch. 9”, 12” and 15” heights. 


Immediate delivery ! 
only $4.7 5 ea. (any height) 
Sample on Approval 
ROGER KENT (0.2. Plastics 
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instead of 


Representatives in Principal Cities 











PROTECT YOUR HOME FROM 
TUBERCULOSIS 














St. Louis Shoe Prices 
To Reflect New Costs 


St. Lovis—Agreeing that prices will 
be determined by replacement and 
future production costs, shoe manufac- 
turers here, unable to determine posi- 
tively what those costs will be, are hesi- 
tant in the period immediately follow- 
ing decontrol, to establish a positive 
price policy for a long term period, 
though generally there is a belief that 
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Prices Up 15% 
Average—Gray 


St. Louis—Byron A. Gray, president 
of International Shoe Co., gave Boor 
AND SHOE REcoRDER’s St. Louis corres- 


pondent the following statement relative | 


FOXCRAFT QUALITY SHOES 





BEN ORLICK 


to the effects of decontro!l on the shoe | 


industry: 

“Price controls were retained so long 
after the hide and leather markets had 
begun to dry up that prices of hides and 
leather fluctuated widely during the first 
week after decontrol, reaching heights 
that in many instances are unwarranted 
and probably cannot be maintained. 

“Some increase in the prices of most 
shoes was necessary to cover costs al- 
ready incurred. An important factor is 
wage increases, the most recent one to 
our shoe factory employees being retro- 
active to September 2nd. Some shoes 
and some lines of shoes which had been 
frozen at extremely low prices must, 
necessarily, be increased more than 
others. 

“Prices in general had become so un- 
balanced under several years of infiex- 
ible controls that the immediate in- 
creases on shoes range all the way from 
nothing to around 25 per cent, the aver- 
age approximating 15 per cent. These 
prices are substantially below replace- 


ment cost, based on today’s market for 


raw materials. 

“Our policy is based on pricing shoes 
as low as costs will permit in the inter- 
est of increasing production with which 
to supply our customers’ needs and in 
the belief that excessively high prices 
will retard sales, slow down production 
and create unemployment.” 





the industry will beat down any ten- 
dency to sharp rises in an effort to com- 
ply with growing consumer resistance 
to a rising market. 

While there is much speculation on 
where prices will go, in the face of a 
refusal of most tanners to accept long 
term bids on leather deliveries, plus the 
probability of increased labor and pro- 
duction costs, one of the larger manu- 
facturers ventured a prediction that 
wholesale prices would rise on the aver- 
age from 12% to 20 per cent, depend- 
ing on the workmanship and leather. 

Another of the larger manufacturers, 
expressing a similar opinion, set his 
estimate on the average rise of whole- 
sale prices at 15 per cent. Though most 
leather deliveries are being made only 
on a short term basis, while the indus- 
try marks time to see if the sharp price 
hikes of the leather market will hold, 
there is hope of a leveling off period 
developing soon. 

Probably the most accurate descrip- 
tion of the St. Louis market is that the 
manufacturers are caught in the tran- 
sition from a sellers to a buyers mar- 
ket, with the consumer calling the shot 
at a time when the raw material pro- 
ducer is asking much more for his 
product. 


Net 10 Days 
Delivery 
Nov. 15 





Sizes: 5/9 N 4/9M 
| No. 900 Black Plastic Patent $4.00 
| No. 901 Black Suede 

| No. 902 Black Calf 

| No. 903 Brown Calf 


134 West Broadway, New York 13, N.Y. 
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""HUNT PAC" 


12” HIGH-TOP OILED 
LEATHER BOOTS 
* Leather Uppers, Water- 


* Bottoms made of fine Rubber 
* Strong Rawhide Leather 






* Felt Innersoles worn over 2 
pair sox 

* Sturdily constructed fer 
longer wear 

« Size Range: 6 te 13 

war $4.65 

SURPLUS PAIR 


ARNOFF SHOE CO.,INC., 161 Duane $¢., M.Y.C 
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WOMEN'S D'ORSAY 
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DORSAY POM-POM 

WOMEN'S SLIPPER 

With Soft Chrome 
Leather Sole 






#4020 ROYAL BLUE 
LIGHT BLUE 


IMMEDIATE DELIVERY 


McBREEN SHOE CO.INC. 


W. MONROE ST. Sa nema the Ba 














PRICE TICKETS 








CHRISTMAS PRICE TICKETS 


siz ” wide, 244” high 
XMAS COLOR Select from 109 prices 
30¢ per doz., 1 $3.00 


WRITE FOR FREE SAMPLES 


MERCHANT'S SERVICE DEPT. 
209 S$. STATE ST. CHICAGO 4, mL. 
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Rubber Heel 


Production Soars 


New YorK — Production of rubber 
heels and soles has climbed to an all- 
time record level, due in large part to 
the wartime experience of millions of 
troops who measured footwear quality 
in terms of comfort and rugged per- 
formance, according to the Rubber 
Manufacturers Association. 

To support this belief, the association 
has made public production figures for 
the pre-war period, the war years, and 
rather staggering estimates on 1946 
production when measured against pre- 
vious peacetime output. 

Estimates place 1946 production of 
rubber heels at 329 million pairs and 
of rubber soles at 142 million pairs, as 
compared with output of 254,513,000 
rubber heels and 130,341,000 rubber 
soles a year, the average for the three 
year period from 1938 to 1940. 

The spread is traced by the associa- 
tion to the combat experience of mil- 
lions of men who were able to prove in 
the field the results of tests at Camp 
Lee, Va., where the Quartermasters 
Corps found rubber heels and soles giv- 
ing up to four times the wear of any 
other heel and sole materials. “Both 
the added wearing qualities and in- 


‘ ereased comfort achieved in the soft, 


cushioning effect of rubber heels and 
soles on all types of combat footwear 
has been an important factor in sharp- 
ening the demand for these products,” 
an association spokesman said. 

At this greatly accelerated rate of 
production, manufacturers were able to 
balance supply with demand for rubber 
heels and soles by July of this year, in 
effect switching so rapidly from war 
production that the industry was able 
to meet a four-year backlog of pent-up 
civilian demand within a scant 10 
months after it received the reconver- 
sion “go” signal. 

This present high capacity of rubber 
heel and sole manufacturers stems 
largely from wartime plant expansions 
and improved techniques. In combina- 
tion these factors enabled the industry 
to carry a heavy overload of military 
orders and meet at the same time all 
essential civilian demands. 

In the peak war year, the industry 
produced 77 million pairs of soles, in- 
cluding taps, and 104 million pairs of 
rubber heels for the armed services. In 
the same year, it also manufactured for 
essential civilian uses 279 million pairs 
of rubber heels and 107 million pairs of 
rubber soles. 

These production records were 
achieved in the face of the most critical 
rubber and component materials short- 
ages in the industry’s history. That 
output was maintained on that scale is 
evidence, an association spokesman said, 
of the close cooperation that existed be- 
tween the industry special advisory and 
technical committee and various of the 
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SKI BOOTS 
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———— U.S. ARMY 
SKI and CLIMBING BOOTS 
WAR - SURPLUS 


22249. Rubber Soles 
Sizes 5 to %, 


C, D, E, EE Widths 







SAi? 


ARNOFF SHOE CO.,INC., 101 Duce S$t.,N.Y 
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WOMEN'S SLIPPERS 
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Plush Sling Slipper 
Elastic Gore 
Leather Sole 


$2.00 


Net, F.0.8. Boston 








Colors—White, 


Pink, Light Blue, 
Red and Royal Blue 
Sizes 4—9 


ATLANTIC SHOE CO. 


207 Essex St., Boston, ‘Mass. 

















government’s wartime agencies. These 
latter included the War and Navy De- 
partments, the War Production Board, 
the Civilian Production Administration, 
the Office of Price Administration and 
others. The work of the industry com- 
mittees with these agencies covered ex- 
tensively such matters as rationing, 
equitable distribution cf materials, price 
control, specifications and surplus 
property. 

Back in production on the popular 
“no-mark” heels and soles that were 
prohibited by government regulation 
during the war, the industry has also 
resumed manufacture of colored stocks 
and an improved line of orthopedic 
products. 
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News of the SileSWtMt and Syyolaers 


Craddock-Terry Names 4 New Salesmen 





P. J. BARRY W. A. PAGE 


LYNCHBURG, VA.—The National Shoe 
Company, Division of Craddock-Terry 
Shoe Corporation, has announced the 
addition of four new salesmen who will 
carry the National Shoe Company lines 
of Sir Walter shoes for men, American 
Boy shoes for boys, and Lion Brand 
work shoes exclusively. 

P. Joe Barry, for twenty-two years 
with C. B. Slater Company, South 
Braintree, Mass., and for the past three 
years inspector in charge of shoe con- 
tracts for the U. S. Navy in the Brock- 
ton area, will cover all of the New En- 
gland States. 

William A. Page will represent the 
National Shoe Company in Oklahoma 
and Kansas. Mr. Page has covered this 
territory for many years with exception 















D. GEIGER C. A. DIBBLE 


of time in service in World War II. He 
makes his home in Muskogee, Okla. 

Duke Geiger, for the past six years 
special representative for the Juvenile 
Shoe Company in the Northwestern and 
Southwestern states, will cover Illinois, 
Missouri, Iowa and Minnesota. He will 
operate out of St. Louis. 

Clyde A. Dibble, who is well known 
on the Pacific Coast, will represent the 
National Shoe Company from Denver 
West. Mr. Dibble has wide shoe ex- 
perience in that he has been through 
all phases of the shoe business from 
manufacturing to selling. His selling 
experience includes retail operations 
and he has organized and operated shoe 
departments in several progressive 
western cities. 








U. S. Rubber to Make 
Shoes in New Plant 


New YorK.—United States Rubber 
Company recently announced the pur- 
chase of two additional plants, the 
combed yarn plant of Ruby Cotton Mills, 
Inc., Gastonia, N. C.; and modern 
manufacturing buildings at Milan, 
Tenn. 

The Gastonia plant, one of the lead- 
ing combed yarn plants in the country, 
was purchased to diversify the rubber 
company’s production of textile prod- 
ucts. The new facilities at Milan will 
be used for the manufacture of fabric 
tubber-soled casual shoes. 

The Milan buildings, bought by the 
rubber company from War Assets Ad- 
nunistration, were formerly units of 
the Wolf Creek Ordnance Plant, an im- 
portant shell-loading plant during the 


war. 


November 15, 1946 


Reports Economic Conditions 


In Europe Improved 

Cuicaco.—Carl H. Nathan, vice-presi- 
dent of Sun Shoe Manufacturing Com- 
pany, has returned to this country with 
his wife, Annie Nathan, after three 
months’ travel in Europe. 

While in Europe, Mr. Nathan re- 
newed the company’s old business rela- 
tions abroad and also served for a pe- 
riod as a technical consultant for the 
U. S. Government in an investigation 
of one phase of the shoe industry in 
Germany. 

Mr. Nathan found that economic con- 
ditions in the liberated countries have 
improved. However, import and export 
possibilities in the shoe and leather in- 
dustries cannot be initiated until such 
time as the financial situation of these 
ecuntries can be further stabilized, ac- 
cording to Mr. Nathan. 


Elmore Heads Public Relations 
For Burns Cuboid 


Santa ANA, CAL.—James H. Sewell, 
president of Burns Cuboid Company, 
has announced an impressive program 
for 1947. Recent changes include the 













E. W. ELMORE 


appointment of Rex Dickinson as pro- 
motion manager to take the place for- 
merly held by E. W. Elmore who has 
become director of public relations. 

Mr. Elmore’s enlarged duties will 
deal with the advertising, publicity 
and public relations necessitated by an 
intensive campaign of national adver- 
tising embracing trade journals, con- 
sumer magazines, and especially medi- 
cal journals. A campaign is already 
under way in Journal A.M.A. 

A follow-up of this program neces- 
sitated intensive field work in sales 
training, co-operation with doctors and 
promotion of these balancers in the 
stores already featuring Cuboids. To 
this assignbent Rex Dickinson brings 
a wealth of rich background, having 
been sales manager of one of the 
largest manufacturers of women’s high 
grade shoes, for many years. 

A further note of progress includes 
the gathering at Christmas time of the 
regional supervisors for a sales con- 
ference in the home office and will 
likely see the appointment of several 
additional suprvisors to cover the ter- 
ritories of this rapidly expanding 
organization. Only the materials prob- 
lem remains to prevent a rapid expan- 
sion and on this Mr. Sewell is person- 
ally concentrating. 











Gerda Expands Operations Here and Abroad 





Above are the key personnel of Gerda Footwear Co., Inc., New York wholesaie 
house whose success has been built on the promotion of basic, quality footwear 


for family wear. 


Left to right are: Herbert L. Yassky, general manager of the 


firm; Mannie Green, vice-president; and Mike Stromfeld, president. 


New YorK—What’s in a name? 
Sometimes a story. 

The Gerda Footwear Co., Inc., is a 
fast growing wholesale house on Duane 
Street here. Vice-president of the firm 
is Mannie Green; president is Mike 
Stromfeld. When the two got together 
late in 1943 to establish the business, 
they searched about for a name. Sev- 
eral were suggested but none was sat- 
isfactory. Then came the big idea. Mr. 
Green’s wife is named Gertrude; Mr. 
Stromfeld’s, Ida. Combining three let- 
ters of the first with two of the second 
there emerges—you’ve guessed it— 
Gerda. 

The firm has grown by leaps and 
bounds since its inception. With the 
recent completion of remodeled show- 
rooms and offices the sales staff has 
also been expanded. Four salesmen are 
traveling for the company: Ben Sobel 
in the metropolitan area; Harry Cran- 
dall in New Jersey and New England; 
Jack Borkam.in the Southeast; and 
Jack Stromfeld in Ohio, Michigan and 
Indiana. Six people are employed in 
the office, headed by Herbert L. Yassky, 
general manager. 

Behind the growth of the company 
is astute management. From the be- 


ginning emphasis has been placed on 
quality footwear for the whole family; 
promotion has been devoted to pri- 
marily basic, seasonable items; adver- 
tising has been sound, concentrated 
ari consistent. Every move has been 
planned and coordinated. Although 
Gerda expects to augment lines as con- 
ditions permit, only such footwear as 
maintains the firm’s reputation as a 
fine wholesale house is being consid- 
ered. “We’ve always done business that 
way,” Mr. Stromfeld said, “and we’re 
not going to change now.” , 

Mr. Stromfeld spent 16 years with 
National Shoe Stores as a buyer of 
men’s footwear. Mr. Green was a shoe 
jobber in Brooklyn. Both feel that the 
future holds much in store for the firm. 
They plan to expand the sales force 
to cover a major portion of the coun- 
try. Very shortly all Gerda footwear 
will be branded as such. Already 
Gerda footwear is being shipped to 
South Africa, Puerto Rico and Bel- 
gium. Other export markets are being 
contemplated. “For the comparatively 
short time we’ve been organized we 
feel we’ve made progress,” Mr. Strom- 
feld said, “but we also believe the best 
is yet to come.” 





Bert Blake in Accident 


New York—A. M. Blake of Powell 
& Campbell, shoe wholesalers, here, 
was in an accident recently in which 
he fell and broke his leg. He is now 
at the Beekman Hospital, Beekman and 
Water Streets, New York City, and it 
is expected that he will be there for 
a considerable period of time. Any of 
his friends who wish to get in touch 
with him can do so by writing to him 
at the hospital. 


Royal Completes 
Expansion Program 


BROOKLYN, N. Y.—After an expan- 
sion program necessitated by increased 
demand for their product, the Royal 
Footwear Co., manufacturers of high- 
styled, better grade shoes, are now set 
up and operating in a new and ultra 
modern plant, at 800 Union Street, 
where they occupy 20,000 square feet 
of floor space. 









Max Horowitz, president of the 
firm, and a veteran shoemaker, is sup- 
ported by an able staff of qualified 
craftsmen, and his enterprising two 
sons, Leon as office manager, Calvin 
assigned to sales. Both men have 
served in our armed forces overseas 
and both are members of the newly 
formed New York Association of 
Younger Shoe Men. 

Ed Rosen, who is qualified to style 
the line is contributing his artistic tal- 
ent and technical knowledge toward 
making the line outstanding. He is 
credited with having supervised de- 
signing departments for some of the 
leading factories in the St. Louis and 
New York areas. 





Will Represent Colonial 
Tanning in Tennessee 


BostoN—Horace Beaven of the Hor- 
ace H, Beaven Co. of Nashville, Tenn., 
will represent the entire Colonial Tan- 
ning line in the Tennessee territory, 





HORACE BEAVEN 


according to a recent announcement 
by Kivie Kaplan of Colonial Tanning 
Company. 

Mr. Beaven is no newcomer to the 
leather field, having been associated for 
many years with the Jarman Shoe 
Company, representing them in the 
Southeastern and deep South States. 
In January, 1943, he joined the armed 
forces as an officer in the United States 
Naval Reserve and served until De- 
cember, 1945. 

Both Mr. Beaven and the Colonial 
Tanning Company take a very optimis- 
tic view toward the future and ex- 
pressed the opinion that the present 
situation of extreme shortage of ma- 
terial will be of short duration. 





Opens New Coast Office 


Los ANGELES, CAL.—Arnold Rubin, 
who represents Sheild’s Slippers Corp., 
Bombay, N. Y., has opened new offices 
in the Haas Building here. He is the 
firm’s West Coast salesman. 
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To Manage General Shoe 


Plant in Peru 


NASHVILLE, TENN. — General Shoe 
Corporation, through its foreign divi- 
sion, General Shoe Intercontinental 
Company, has announced the appoint- 


| ment of Myron B, Olmstead as execu- 
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Men's Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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MEN'S SLIPPERS 
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MEN'S OPERAS 


Finest California Process Construction 























Sizes 6 to i2 


¢ Brown ... Top Grade Leatherette 
* Genuine Top Grade Leather Sole 
@ FPrexiie Platform 
© Comrortasie Broad Wedge Heel 
* Lonc Wearing Linings 

IN-STOCK for 


Immediate Delivery 
P.H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phile., Pa. 

i a 


November 15, 1946 








tive vice-president and general manager 
of the shoe manufacturing plant in 
Lima, Peru, in which joint interest was 
purchased in September. 

Mr. Olmstead has been a General 
Shoe employee for more than 10 years, 
with considerable manufacturing ex- 
perience in the company’s two Gallatin, 
Tenn., plants. For the past several 
months he has been in training for for- 
eign duty, and has already had experi- 
ence in General Shoe’s two Mexico City 
plants. 

The company in Lima, La Fabrica 
Nacional de Calzado el Triunfo, S. A., 
is the largest of five major shoe manu- 
facturing companies in Peru. Produc- 
tion averages 1500 pairs of men’s, wo- 
men’s and children’s shoes per day. Op- 
erations under the joint ownership of 
General Shoe will begin November 2. 





St. Louis Firm Takes 


Additional Space 


St. Louts--Tobin-Hamilton Co., Inc., 
manufacturers of Klick Brand infants’, 
children’s, youth’s and misses’ stitch- 
down shoes, recently leased space in a 
modern building at 1001-03-05 North 
Sixth Street. Here will be located the 
company’s sample room, sales office, 
general offices, and warehouse. 

This central location in the down- 
town area will make it convenient for 
buyers, the firm believes. The move 
will release an entire floor of the St. 
Louis factory for increased shoe pro- 
duction. The new offices will be occu- 
pied December 1, 1946. 





Develops New Material 


LonG ISLAND City, N. Y.—John Ben- 
net, director of Synthetic Leather Lab- 
oratories, 27-26 Jackson Ave., has made 
known the development of Leathite, the 
result of four years of research. 

The two basic ingredients are waste 
leather, comprising 70 per cent of the 
product, and gallons of water, Mr. Ben- 
net said. Pointing out that it is not a 
plastic and contains no solvents, he ex- 
plained that a paper making method 
was used by which the various mate- 
rials amalgamate without use of pres- 
sure. The process is not confined to 
waste leather and can utilize practi- 
cally any fibrous waste material. 

The reconstructed leather is proc- 
essed in a few minutes into rolls of most 
any length, width, thickness and color. 
The average manufacturing cost is 
about 6 cents per square foot, finished 
and embossed, Mr. Bennet said. Prod- 
ucts made from the material are on 
display at the firm’s offices. 
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Men's Brown Crushed Elk Leather 

High Cut Uppers of Good Grade 

Leather Soles, Rubber Top Lift 
Heel—Felt Lined. 


$2.95 net 
F.O.B. N. Y. 









Men's Sizes 6 to 11. 36 pr. to case 
Minimum Orders 18 pairs 


Immediate Delivery 
KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 








ANGUS CHECK 


Rich, Hound's-Tooth Pattern 


Fabric Uppers—Fully Cut Long Losting 
Leather Soles—Shock Absorbing Heels— 
Crush-proof counters through superior 


construction. 
Colors: BROWN, BLUE AND RED 
Sizes: 6-I1 36 pr. to case 


Minimum Order 18 prs. to a color 
IMMEDIATE DELIVERY 


KANDEL SHOE COMPANY 


*s ond Boys’ Fine Shoes 
rag ts New York 13, N. Y. 

















Name New Distributors 


New York—The McCordi Corpora- 
tion, distributors for the Bakelite Cor- 
poration of embossed Vinylite sheeting 
and film for the shoe and allied trades, 
have announced the appointment of 
two new agents. These are the Day- 
Gromley Leather Co., 195 South Street, 
Boston, Mass., for the New England 
area; and the Erhart-Petersen Leather 
Co., 1602 Locust Street, St. Louis, Mo., 
for the St. Louis area. 
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GIRLS’ STURDY, DURABLE 
MOCCASINS 


Brown Orthopedic Rubber 
Soles—Machine Sewn 


$2.25 
per pair 
immediate 
Delivery 
Sizes: 4 to 8, 5 to 9 
Other Type Moccasins In Stock 


CONJOR SHOE COMPANY 
287 Broodway New York 7, N. Y. 























MEN'S SLIPPERS 











BEST GRADE 
BROWN KIDSKIN OPERA 
7 Iron Soles 





$3.35 per pair 
Packed 36 pairs to case 
AT ONCE DELIVERY 


a ONJOR SHOE COMPANY 
7 Broadway 


Sizes 6-11 


New York 7, N. Y. 
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Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 
Toasty-Woarm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 


$6.25 






Zipper Style Full Sheep Collar 
Write for Folder. Other Styles 


CONJOR SHOE COMPANY 








287 Broadway CO. 7-7972 New York 7, N. Y. 






Will Represent Propr-Bilt 
In Southwest 


HUMBOLDT, TENN.—Paul C. Daniels 
has recently been named to represent 
Propr-Bilt shoes in Texas and Okla- 
homa. He was previously with the W. 





PAUL C. DANIELS 


C. Stripling Company, Fort Worth, 
Texas, where he was in the children’s 
shoe department. Prior to that he was 
in the Army Air Corps from 1941 to 
1946, and prior to military service he 
attended Texas Christian University. 

Propr-Bilt shoes are manufactured 
by the O’Donnell Shoe Corporation. 


Feeleez Introduce 
Luminous Slipper 


New YoRK—A new line of Feeleez 
hand-lasted satin slippers with lumi- 
nous vamp designs were previewed 
here by the press last month and pre- 
sented publicly for the first time at the 
National Shoe Fair in Chicago by the 
International Footwear Company. 

Applied by screening, the luminous 
design will glow in the dark for as long 
as 12 hr. after exposure to light, says 
a representative of Feeleez. This new 
development, which represents over a 
year of experimentation, will be carried 
out on several styles of slippers in de- 
signs, including a bowknot, an abstract 
and a cabbage rose. 

Officials of the firm believe that this 
is the first time Iuminous treatments 
have been used in the footwear in- 
dustry. 





To Open New Factory 


Los ANGELES, CALIF.—Illing of Cal- 
ifornia, manufacturers of women’s 
high and low heel casual shoes, has 
announced the forthcoming opening of 
a new factory at 1600 Broadway in 
this city. The factory, reported to be 
the most modern in Los Angeles, will 
be largely of glass. Designed to be 
the largest in the city, it is expected 
to reach a production figure of 2,000 
pairs daily, approximately double its 
present capacity. 
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CASUALS 



















Available for 
Immediate 
Shipment! 


SMOOTH SATIN 
CUFFS 






























Elastic back strap, leather soles. Fur 
No. 700 
Net 10 days, F.0.8. Chicago 


IRVING LAMET SHOE CO. 


and block. Sizes 4 to 9. 
to a case. 2° 
333 W. Monroe St., Chicago 6, Ill. 














Joy Introduces Styles 
At Teen Age Party 


St. Louis—A group of St. Louis teen 
agers and Washington University stu- 
dent designers participated in the first 
of a series of parties planned by Joy 
Shoemakers, Inc., to introduce new Joy 
Teen styles and the firm’s new line of 
“Smoothies.” Jack Altman, president 
of Joy Shoemakers, attributes much of 
his company’s success to the importance 
placed on Miss Teenager. “She’s an in- 
telligent young lady,” Mr. Altman re- 
marked, “alert and quick to pick up 
new ideas. She knows what she wants 
and we want to give it to her.” 

The girls were enthusiastic over new 
models of California construction in all 
plastic-patents in gay, colorful pastels. 
Four new styles were featured: the 
“Freshman,” “Sophomore,” “Junior” 
and “Senior”’—each with 6/8 heel. 


Other models well received were pony 
skin fur flats with matching handbags, 
Hawaiian “Jack-o-sandals’ ’and furry 
bedroom slippers. 
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PLAID SHOE LACES 
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PLAID SHOE LACES 
In Stock for Inmmedicte Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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CHILDREN'S SHOES 














CHILDREN’S RUSSIAN 


BOOTS 


BENCH MADE—MODERN LASTS 


BLACK, Brown = /NOIVIOUstty 
OR WHITE 
CALF 
SIZES 8-2 
$3.75 
packed 36 pairs 


one color to 
case 























F.0.B8 Brownsville | 
Net 10 days 


RIO GRANDE IMPORTING CO. 
BROWNSVILLE, TEXAS 











FIGHT 


INFANTILE 
PARALYSIS 








MARCH OF DIMES 
JANUARY 15-30 
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Ohio Leather Shows 
Color Coordination 


New YorK—A showing of Spring 
leather colors in shoes, bags, belts and 
umbrellas, coordinated with ready-to- 
wear fabrics, was held recently by the 
Ohio Leather Company in its New York 
offices. The featured color was Mink 
Brown, a new warm-medium tone first 
launched by the company for the cur- 
rent Fall season and adopted for 
Spring 1947 by the Textile Color Card 
Association under the name of Gypsy 
Brown. 

In discussing the versatility of Mink 
Brown for Spring, Miss Doris V. 
Beechman, fashion and color authority 
for the company, pointed out its suit- 
ability for all types of daytime shoes on 
all heel heights. Shoes in this color 
were shown against the background of 
a wide color range of Spring fabrics 
from A. D. Juilliard and Cohama. As 
an accent to Spring pastels, subdued 
but vital in tonality, Mink Brown also 
appeared to excellent advantage. It was 
also shown as a new accent in tip and 
foxing on white spectators. 

Town Brown, according to Miss 
Beechman, continues as an important 
brown for very dressy shoes. Black 
calfskin was also given an important 
position for Spring for wear with 
pastels as well as with black. Slated to 
be somewhat more in demand than last 
Spring is Navy blue, a real blue in 
Ohio calfskin and a good blend with 
middle and bright Navy fabric colors 
as well as with the darker Navy shade. 


Named West Coast 
Representative 


BALTIMORE, Mp.—Milton A. Utzinger 
has been named West Coast representa- 
tive for Dixon-Bartlett Company, man- 
ufacturers of Hill and Dale shoes. 

Mr. Utzinger is well known in the 
industry, having been buyer of women’s 
shoes at Marshall Field and Company 
for severa] years, which position he re- 
signed to become associated with Mont- 
gomery Ward in their shoe division. 

Mr. Utzinger is presently on his first 
trip in the western territory. He will 
make his permanent headquarters on 
the West Coast. 





AMC Names Industrial 
Engineer 

New York—Charles E. McDonald 
has been appointed industrial engineer 
of Associated Merchandising Corpora- 
tion, it has been announced by John C. 
Oram, vice-president in charge of man- 
agement, operation and research. 

Mr. McDonald’s first assignment will 
be in the development and improvement 
of the various phases of workroom op- 
erations. Later it is expected that the 
assignment will be broadened to cover 
other phases of department store op- 
erations, 
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TENNIS & GYM SHOES 


= 





immediate 
Delivery 


For Gym & 
Outdoors 





* Made in U. S. A. 





© Quality Canvas Uppers 


© Scientific Lasts 


Tailored Comfortable Tops 
© Wear Tested Compounds 
© No-Mark Rubber Soles 


Packed 24 


te case as follows: 
Gent's 8-102; Youths’ oe Boys’ ae 
Child's 8-12; Misses’ 2-3; Ledies 
. . Men's Sizes 6-12 





116 Duane St 


MARATHON SPORTING SHOE CO., INC 
New York 7, N. Y 


a 
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SLIPPERS 


ei nei eid 


Sie lini 








No. 835 
% or 18 pair 
to the case. 


Available for 


| SMOOTH SATIN 
| D'ORSAY 
Shirred bow vamp. Open toe and back. 


Leather sole. Light blue, royal, black, 
red, pink and white. Sizes 4 to 9. 


$2.40 


Net 10 days, F.O.B. Chicago 6, Ill. 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Til. 




















Immediate 
Shipment! 








Buy Savings 








Bonds 


















TO: 


cAn Important Message 


FROM: The Chairman and Vice-Chairman of the Shoe & Allied Trades 










Division of the Federation of Jewish Philanthropies 


' a” 





MORRIS P. ARNOFF AARON J. BROWN 
Arnoff Shoe Co. Stuart Brooks, Inc. 


The Members of the Shoe Industry 


THE SHOE DIVISION'S 1946 FEDERATION DINNER 
HOTEL ASTOR ° THURSDAY, NOVEMBER 2! 








as Federation itself—has been one of its most loyal and devoted supporters . . . its 
leaders and volunteers are among the most active workers for Federation's |16 vital 
health and welfare institutions. 


maintenance goal in its history. Rising prices . . . increasing services . . . new respon- 
sibilities—these have raised the cost of maintaining Federation's great humanitarian 
work. 


Don't Let the Industry Down! 


Since its inception the Shoe & Allied Trades Division of Federation—as old 


We are proud of this tradition. We mean to maintain this tradition. 


Especially this year . . . when Federation seeks $12,000,000 . . . the largest 


Next week, our industry holds its annual dinner. 


We urge you to attend this event. 


Don't Fail Federation! ! 











CAMPAIGN OFFICERS 


MAX L. FRIEDMAN MORRIS P. ARNOFF AARON J. BROWN 
Honorary Chairman Chairman Vice-Chairman 
ASSOCIATE CHAIRMEN EXECUTIVE COMMITTEE 
LOUIS FRIED IRWIN D. BERNER HERMAN KIVELSON 
HAROLD B. GESSNER DAVID S$. COHEN HERBERT LEHMANN 
MAURICE MILLER JAMES J. COLT DAN PALTER 
HERBERT POSNER BENJAMIN DANIELS ABRAHAM PLOTKIN 
FRED DIAMENT MICHAEL SCHLANSKY 
MURRAY ROSENBERG 
EDWIN FARIAN MORRIS J. SAKS 
SAMUEL A. SCHNEIDER LEONARD FRIEDMAN SAMUEL G. STAFF 
BENJAMIN SCHWARTZ ISIDORE HOFFENBERG SIDNEY THALHEIM 
MILTON SIMON BENJAMIN KELLNER STANLEY WEISS 
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SHOE CLEANERS 
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Irving Drew Officials Plan 
1947 Sales Campaign 


LANCASTER, OHIO—At the semi-an- 
nual sales conference of the Irving 
Drew Corporation held here last month 
plans for inauguration of national ad- 
vertising in 1947 were revealed and dis- 
cussed along with the presentation of 
the new line for the coming season. 

Salesmen gathered for the conference 
were from all areas of the country. An 
enthusiastic reception was given to Dr. 
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John Martin Hiss and Harry Barber, 






















Packed | Dox. 
Assorted Colors 
In Display Carton 
















ORDER THRU JOBBER OR DIRECT 








2900 S$. MICHIGAN 








SPEED-AX 


SUEDE BRUSH 


Angeles. 
Retail 25¢ “Drewflex” shoes were introduced 
af into the Drew line as a new construc- 
Combination tion answering the demand for light 
Rubber Bristle shanks combined with extra flexible 
foreparts. 
and Sponge The conference closed with a banquet 
Rubber with at the Hotel Lancaster. Those in at- 


Beautiful Colored 
Plastic Handles 


Price—$2.00 doz.—$21.00 gross 


S&M CHEMICAL CO. 


CWICAGO 16, ILL. 


who came from California to attend. 
Dr. Hiss, whose patented feature 
shoes are made and marketed by the 
Drew Corporation, has a clinic in Los 


tendance as guests were Dr. and Mrs. 
John Martin Hiss of the Dr. Hiss 
Clinic, Los Angeles; C. D. Kimbro of 
Rich’s, in Atlanta, Ga.; Harry Barber 
of Los Angeles, Calif., and the com- 
pany’s salesmen, A. C. Ludlam, H,. E. 











“EMERSON ELITE” (B 6) 
Reautiful —Strong— Shoe Horn of 


Lucite or Plexiglas—5S” long. 
Assorted Colors 


$39.60 per gross 


EMERSON PLASTICS CORPORATION 
202 East 38th St., New York 16, N. Y. 








Griffiths, N. J. Levy, Marshall Stern, | 
Eli Smith, E. A. Drew, Barney and | 
Bert Coens, Les Wendtland, H. C. | 
Schuyler and George R. Utley, to- 
gether with George P. Utley, president, | 


race and the high factory executives. 
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MEN'S SLIPPERS 




































ALL LEATHER MEN'S OPERA 





Also in Everette at $3.25 


SELBURN SHOE CO.., Inc. 
153 Duane Street New York 13, N. Y. 





X-RAY SHOE FITTERS 










—~ 


| NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


Junior Model for children $12.50 





PRIMEX ... 


most imitated shoe fitter. 






Se. LaSalle St., Chicago 3, iil. 





will be the 


Our crete ot a tnd 
il PRIMEX courant co. 


Available at special cooperative 
price if ordered through certais 
shoe manufacturers — for this list 
and full details write te 


TME BRANNOCK DEVICE CO. 











SYRACUSM 2, MEW TOSE 





November 15, 1946 




















JOBS 










' WE SELL “YW 
S QUALITY SHOES 


Quality Shoes Since 1932 


From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 


1215 Washington Ave. 
St. Lovis 3, Mo. 










BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS Bary CO., Inc. 
5160-1 
79-81 Reade St.. New York 7, N.Y. 
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SUEDE SHOE CLEANERS 











Black: $12.00 per gross 
Colors: 16.20 per gross 
Brass Wire Brushes 
$1.50 per dozen 
15.00 per gress (full gross lets or mere) 


LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, N. Y. 
Quality Shoe Store Supplies fer 464 Years 
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Classified ant Meinl Ms 





SALESMEN WANTED 








LARGE 

EASTERN DISTRIBUTOR 
OF LEADING LINES 
OF GROWING GIRLS 
SPORT OXFORDS 


Has Openings 
For Real Salesmen 
Wonderful Opportunity 


Territories Open 
Pennsylvania Wyoming 
New Jersey Utah 
Delaware Louisiana 
Virginia Montana 
West Virginia Washington 
Georgia Idaho 
Florida Oregon 
Alohame Nevada 
Kentucky . Arizona 

New Mexico 
No. Dakota California 
So. Dakota Colorado 
Minnesota Oklahoma 


All replies confidential. 


Bex 8-352, BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








CAPABLE SALESMEN 
FOR TOMORROW'S BUSINESS 
One of the leading Rubber Footwear 
Manufacturers (established 78 years), 
is expanding its Line and its Sales Force. 
High quality line of le and new items 
backed with o powerful and unique Ad- 
vertising and Sales Promotion Program. 
Write in confidence, outlining experience 
and qualifications. A real opportunity 
for young men with retail footwear sales 
experience. Write: Sales Personnel Man- 

ager, 
Box 2313, Care of BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SHOE SALESMEN WANTED 


On commission basis, to carry Line of 
Popular priced Women’s Sport Shoes 
for large Distributor who can supply on 
immediate delivery basis. Answer ter- 
ritory desired and full particulars. 


Address 350, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 





| 


| 








SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN 


To carry a line of American and 
Canadian made camp Moccasins 
carried in-stock by a well-estab- 
lished distributor. This will be a 
very profitable sideline as nearly 
every Shoe Department is low on 
Moccasins. Give age and line you 
are now carrying. All correspon- 
dence confidential. 

Address Bex #346, c/o BOOT & SHOE RECORDER 

209 So. State Street, Chicago 4, III. 








ATTENTION, 
WEST COAST! 


SALESMAN wanted to cover: West 
Coast and surrounding territory, to 
represent a well established manufac- 
turer producing fine Dress Novelty 
Shoes, Sandals, and Casual Shoes, to 
retail $5 to $7. 
Fine’ opportunity and good financial 
remuneration for right man who has 
a following of well rated retailers, 
department stores and chains. One 
who has the experience to sell direct 
for a factory. 
Commission basis to start. In reply, 
please state previous connections, vol- 
ume, type of accounts, price lines, 
type sold and territory covered. 
Address Box B36!, ¢/e BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











ONLY THE BEST 
SHOE SALESMEN WANTED 
SOUTH - EAST - WEST 
To carry our Line of 
ALL LEATHER WOMEN’S HIGH 
STYLED FAST SELLING NOVELTY 
FOOTWEAR 
This is an exceptional opportunity 
for the right man. Al! applications 
will be confidential. 
GREYCREST SHOES, Inc. 
150 Lincoln St., 
Boston, Mass. 








| 
| 
| 
| 








SALESMEN WANTED 


$15 to $200 a day; Line of Arch Sup- 
ports. Better stores want them. Pro- 
tected territory. Write or wire: 
WYANT MANUFACTURING COMPANY 
Anderson, Indiana 








SALESMEN WANTED 


For Very High-Grade Line 
of New York Shoes. State 
qualifications and territory 
covered. Will consider only 
those who give their last 
position. All replies treated 
confidentially. 


Address 362, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











JOBBERS SPECIALIZING IN INFANTS’ AND 
CHILDREN'S SHOES, and infants’, Men's, 
Women's and Children's House Slippers, 
want salesmen for the following territories: 
Up-State New York, Pennsylvanic, New Eng- 
land, Mississippi, Alabama, and Texas 


Contact 
POBEY SHOE COMPANY 
19 Hudson Street, New York City 








SALESMEN WANTED 


QUALITY MANUFACTURER of 
Men’s Leather Sandals desires. Repre- 
sentation in the following territories: 
Georgia, Florida, [IUinois, Missouri, 
Iowa, Montana, Wyoming, Nebraska. 
Straight commission basis. Volume 
producers only. 


Address 367, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 














EADING WHOLESALE DISTRIBUTOR 

of complete line of omen’s Novelties, 
Casuals, Araghes and Sport Oxfords seeking 
good men with following in these territories: 
St. Louis and Missouri; New Orleans, Louisi 
ana and Mississippi; Los Angeles—San Fran 
cisco and State of California; also northwestern 
States of Washington, Idaho and Montana 
Good opportunity. Commission basis. Please 
give full details first letter. Address #364. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
for each insertion. When a box number is. desired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payable in advance. Send check or money order with your copy. No accounts are opened for classified 
advertising except for reguiar advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is £7.00 an inch with a maximum of 46 words per inch. 


eal Advertisements for this page must be in our New York Office 19 days preceding publication date = 
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SALESMEN WANTED 


G ALESMEN WANTED: For Western Penn- 
sylvania and Ohio, to sell an exceptional line 
of Women’s Novelty Footwear. The right man 
can be assured of substantial —ss > 4 
line sells om sight. In reply state 

ence, and lines carried. MAJESTIC SHOE 
CO., 212 North Gay Street, Baltimore 2, Md. 








EXPERIENCED SALESMEN FOR WHOLE. 
SALER’S LINE of Women’s Casuals ana 
Slippers, in stock: 5% commission. Established 
Chicago firm with active gccounts in each of 
the following States open: Alabama, Arkansas, 
Florida, Georgia, Kentucky, Louisiana, —_ 
sippi, North Carolina, South Carolina, Tennes 
see, Virginia, and West Virginia. State full 
experience in detail in territory desired. William 
Cohan Company, 19-23 South Wells Street, 
Cicago 6, Ill. 





SALESMEN WANTED BY PROGRESSIVE 
FIRM, to carry Sideline of Men’s, Women’s, 
and Children’s Fast Moving Slippers, Playshoes, 
Novelties and Casuals. All territories open; 
5% commission basis, payments one week after 
shipment. Commissions paid on re-orders. Won- 
derful CS sages A to work with cooperative 
firm. rite giving full particulars. Address 
#355, care Boot Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 





W HOLESALER OF RUBBER FOOTWEAR 
desires several salesmen now calling on the 
trade, to carry our line on a 5% commission 
basis. Good opportunity. Write full particulars. 
and territory covered. Address #358, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 





SALESMAN WANTED, FOR MOST OF 
THE STATE OF OHIO to carry a Generali 
Line of for the entire family on a com- 
mission basis, by old established, large wholesale 
house. Must have established territory and fol- 
lowing. State . experience, references, and 
submit a ible. THE CHARLES 
MEIS SHOE COMPANY: CINCINNATI. 











SALESMEN WANTED TO CARRY A FINE 
LINE OF WOMEN’S NOVELTY SHOES, 

» on a commission basis. Territories 
open: Connecticut, New York State, Pennsyl- 
rani, North and South Carolina, Ohio, Michi 
gen, Illinois and California. Must have a fol- 
lowing for better shoes. No objections to side 
lines (non-conflicting). Address 3366, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 


SIDE LINE SALESMAN WTD. 


SIDELINE SALESMAN, Well known brard 
Rubber Footwear, direct factory shipments. 
Only man with established following will be 
considered. The following territories available: 
Maine, New Hampshire, Connecticut, Maryland, 
North Carolina, South Carolina, Tennessee, 
Mississippi, Alabama. Florida, Ohio, Wisconsin, 








Illinois. Address #370, care Boot & Shoe 
at 100 East 42nd Street. New York 
17, N ° 





HELP WANTED 

















LINE WANTED 








RETAIL SHOE UNIT 
CONTROL EXPERT 


RARE OPPORTUNITY 
Large exclusively Pacific Coast family 
Shoe Chain wants unit control execu- 
tive to take complete charge of unit 
purchase and distribution of Women’s, 
Men’s and Children’s Shoes. Must have 
retail shoe background. Salary com- 
mensurate. Live in California. Replies 
confidential. Give complete details— 
include recent photo. 

Company, 


Address: Gallenkamps Stores 

Attention: D. G. Chandler, Seles Manager, 
422 Second Street, 
Sen Francisce (7), Callforale. 








DISTRICT 
SUPERVISORS 


Large Progressive Shee Chain with steres 
throughout the Eastern States have openings for 
live wire District Supervisors. These positions 
offer unlimited opportunities te the proper men. 
Give full particulars, age, previous employment, 
ote. Write 


Box 765; 
1474 Broadway, N. Y. 








WANTED! 


MAN TO HANDLE 
EXPORT SALES 


Attractive opportunity with one of 
the country’s large, well-established 
wholesale shoe houses. All-inclusive, 
fast-selling, advertised line—popu- 
lar price to better price. State full 
particulars, 


Address 344, care BOOT & SHOE RECORDER 
100 East 42nd Street, Mew York 17, N. Y. 











THE BURNS CUBOID coer Ms OPEN- 


INGS, DEPARTMENT MAN. Shoe ex- 
perience |; ability make friends, gov- 
ern your iacome. Pr 

four thousand to seventy five hundred. Man 


new fhe being aes. . 
ace in your present locality. 
A  - clear mind important. 
ddress 345, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











DISTRICT MANAGERS 
for large retail shoe chain. Ex- 
perience in shoe retailing not 
necessary but heavy experience 
as a District Manager required. 


® Excellent and 
® Working Conditions. 
Box 471, Suite 1800 

Times Tower N. Y. 18, N.Y. 
MA%,2 EXPERIENCED IN SELLING and 

padding Corrective Shoes, best of refer- 
ences required. Good salary and commission. 
Large mid-west city. Address #353, care Boot 


& Shoe . 7 100 East 42nd Street. New 
York 17, Y. 











November 15. 1946 











LINE WANTED 


SALES REPRESENTATIVE: Young, aggres- 
sive, college education, desires lines or posi- 
tion as sales manager for su + dg hh - 

manufacturers, with 
17 years’ experience, excellent following with 
leading firms, St. Louis to New York. Willing 
to travel. Address #354. care Boot & Shoe 
a ae 100 East 42nd Street, New York 17, 











NEW, YOUNG, MODERN AND AGGRESSIVE 
JOBBEK seeks permanent, long term fectory effilis- 
tions with reliable lines. Brosd sdvertising 
campaigns planned to dealers and consumers. Coa- 
centrating on leading retail outlets in Hasters 
Pennsylvania, New Jersey, Delaware and vicinity. 


Address 328, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, NH. Y. 











MANUFACTURER'S OR WHOLESALE 
LINE for East. Large following Chains, 
Jobbers, Retailers. Well known to trade. Ad- 
dress #368, care Boot & Shoe Resorder, 100 
East 42nd Street, New York 17, N. Y. 


MANUFACTURER'S OR WHOLESALE 
LINE for Los Angeles territory. Good 

Address #371, care Boot & Shoe 
100 East 42nd St., New York 17. 





connections. 
Recorder, 
ae we 


SALESMAN WITH FOLLOWING OF 
GOOD NEW YORK CITY ACCOUNTS 
wants line Men’s Work and Dress Shoes. 
Address #365, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








POSITION WANTED 


S HOE EXPERT, FORMER MANAGER, 
world-known firm; great experience retail, 
wholesale, export, import, organiz. mfr., New 
York preferred. Address #349, care 

Shoe Recorder, 100 East 42nd Street, New 
York 17, = 








YOUNG, AGGRESSIVE BUYER, SU- 


PERVISOR, for Women’s and Growing 
Girls’ Shoes, desires to make a change. 
Twelve years’ experience in volume 
buying and merchandising for Chain 
operation. Will go anywhere. Familiar 
with all markets. 

Address 369, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 














FOR SALE 


FOR SALE 
New Model—9A Sheridan Press, 
Size 48 x 26. 


Address 315, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York, N. Y. 

















ONLY EXCLUSIVE SHOE STORE IN 
TOWN OF 12,000 population; Women's 
and Children’s Shoes. Good lease. South Texas 
Address #330, care Boot & Shoe Recorder, 10¢ 
East 42nd Street, New York 17, N. Y. 


LASTS FOR SALE 
Approximately 3,000 pairs Ladies’, 
Approximately 2,000 pairs Boys’ for 
Stitchdown construction. 


Address 347, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














CALIFORNIA PROCESS LADIES’ PLAY- 
SHOES FACTORY fully equipped. Ma. 
terials on hand. 5,000 sq. ft. in New York. 
Address #351, care Boot & Shoe Recorder, 
100 East 42nd Street, Ne York 17, N. Y. 





UTSTANDING SALESMAN WITH 

YEARS of experience and.large established 
accounts in Virginia, West Virginia. Maryland. 
North and South Carolina. Open for lirie. Ad- 
dress #359, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y. 
catch—Position Wanted 





Foot. MEASURING STICK PATENT ap 
plication for sale; excellent idea that will ob- 
solete all present sticks; A practical, simple, 
modern styled design, easily adapted for —- 
production in either plastic or wood, or 

Address: Box #356, care Boot and ay >> 
corder, 1221 Locust Street, St. Louis3. Mo 











FOR LEASE WANTED TO PURCHASE WANTED TO PURCHASE 


Wkioe S83ke i to0% oon i Pau 
in 1 location in Passaic. 
ie TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


red Lares for handbags, writ an 

jewelry and women’s cosmetics. ress > 

care Boot & Shoe Recorder, 100 East 42nd Convert into cash—oay quantity 

Street, New York 17, N. Y. YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


WANTED TO PURCHASE M. K. WEIL SHOE CO. 


1215 Washington Avenue—St. Louis, Mo. 





























AttentionManufacturers! GET TOP VALUE BARIS BUYS 


Rubber Footwear, Playshoes 5. Seltins ¥ 

and Slippers wanted for ex- * SURPLUS STOCKS or Wemen and” Children 

port. * COMPLETE STORE FOR CASH. 
CAMITTA SHOE CO. BARIS | SHOE co. Inc. 


Address 357, care BOOT & SHOE pasouee 
a ___¥__K____ BE | 7 eee hema * = 79-81 Reade $1. New York 7, M. ¥. 























WANTED: Dinker Machine. Will pay top 
price. Send all information to J. WILLEY, me 


6562 Santa Monica Blvd., Hollywood, Califor: 
= SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 


| QUICK ACTION — FAIR PRICES 


WE BUY 
SURPLUS AND COMPLETE STOCKS | | Wire - ‘phone or write immediately 


OF BETTER GRADE SHOES 
FOR CASH _ Le 


SHORT LEASES ASSUMED OVER A QUARTER CENTURY 
FOUB NAMB AND BRAND MOSINGER BROS. 1235wasHiNcToNave. ST. LOUIS, MO. 


PROTECTED 
IRVIN RUBIN, INC. 


“The House of Jobs” CASH PAID FOR 
2 bE Si Suvesronts, | | | SELL YOUR JOB LOTS 
New York City CLOSE OUTS, JOB LOTS 
Phone BARCLAY 17-7887 SHORT LEASES ASSUMED SAM CAMITTA & SONS 
B. SABIN 95 Reade St., New York 13, N. Y. 
98 DUANE ST. NEW YORK 7, M. Y. FOREMOST SHOE BUYERS SINCE 1906 
Wit BUY ESTABLISHED SHOE STORE, Telephone WOrth 2-2515 COrtiandt 7-4878-9 
Nationally advertised brands; Long Island, 
ee "ue ven” Address 360, 
Boot & Shoe Recorder, 100 East 42nd Street, MERCHANTS’ NEEDS 


New York 17, N. ¥. MERCHANTS’ NEEDS 

































































wanven Uinwine 


Sell us your Factory Damaged Samples, LIP 
fb sd” Sho Hi Pouy Cu Clippings 


Box Pas a. SHAPER Ky —here’ how to get 
— More Business! 











;,XPERIENCED SHOE MAN DESIRES HE Vincent Edwards Idea Clipping 
T sei tisfied users. 


ice has over 2,000 sot 


medium size Family or Children’s store. New 
Each order filled ‘according to or 


a be . Address #363, care Boot & Shoe Will flabl ; in N ~ — 
ecorder, 100 East 42nd Street, New York 17, t o wont; wholesalers usually req 
N. Y. —e ull be avaliable for chipmen Cece ‘total ods; monsiocturers cosally 


vember. Order now for early delivery. wont ods of compelllive bends. 

M. D. POLLINGER CO. Bhs find that © study of newspaper 

— — Holland Bidg., St. Louis, Mo. Beniive way fo keep'In touch with what's 
Buying, ng Shoes 35 years. ng on. 

below to | bout 

CASH TOP PRICES {hls voheabin conden ond ta tpoaieh hart 

Discontinued stocks Fischer Self tector Bunion term trial offer. No obligation, of course. 


1S Re ee ee  & ¥ Shape ‘et Shon. Hides Deformity. VINCENT EDWARDS & CO. 
Ask Your Shoe Findings World’s Largest Advertising Service Organization 

Jobber 342 Medison Ave., New York City 
Est. over 40 years 


WILL BUY CLOSE OUTS AND THE FISCHER MFG. CO. Please tell me more about your 
co MPL@WE STOCKS BEFORE AFTER Milwaukee {!, Wis. 
I nad Shoes for Men, Women and 
Chil 


FOR CASH 
mormancarrin suots."e- | | | Buy Savings Bonds 


Telephone: Worth 2-4546 
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Ace Bows, Inc. 
Acme Sees ep. 

¥" & Sons X-Ray Co.. 
Air Shoe 
Allied Kid “Company 
AllPeece Corp., The . 
American Gentlemen Shoes 
Amer, William, Co., Inc. 
Arenberg-Plotkin Shoe Co.. 
Armstrong Cork Company 
Arnoff Shoe Co. 
Atlantic Shoe Co. 
Avon Sole Co. 


Bakelite Corporation 

Barbour Welting Co. 

Baris Shoe Co., Inc. .........++ 110, 1538, 186 
Bass, G. H., 

Brannock Service Co. 

Broftman-Gaffin Shoes, Inc. 


Camitta, Sam, & Sons.. 
Camitta Shoe Company .. 
Cavalier Company 
Clapp, Edwin, & Sons 
Cleveland Metallic Process Co. 
Colonial Tanning Co. 
Compo Shoe Machinery Corp. 
Conformal Footwear . 
Conjor Shoe Co. 
Curtis Shoe Company 
Craddock-Terry Shoe Gus. 

, 29, 47, 54, 105 


Danbury Rubber Co. 
Daniels Mfg. Co. 

Darlington Fabrics Corp. 
Dewey & Almy Chemical ~ 
Dormer, F. J. . 

Douglas, Ww. L., “Shoe Co.. 
Drew Irving Corporation 


Edwards, J., & Co., Inc.... 
Elkind Bros. 

Emerson Plastics Corp. . 
Essex Rubber Co ° 
Evans, John R., & Co. 


ir: pens Rubber & epee Products 


General Die & Stamping Co... 
Gerberich-Payne Shoe Co. .. 
Gerda Footwear Co., Inc.... 
Gilbert ones Company .. 
Goodrich, F., Rubber Co. 
Goodwill Shoe Co. . 

Goodyear Tire & Rubber Co 
Green Shoe Mfg. Co. 


Hale, Alfred, Rubber Co. 24 
Harper & K" tsehten Shoe Co. 138, 142, ase 
Herbst Shoe Mfg. Co 

Hess, Harry 

Heywood Boot & Shoe Co.. 
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DB. POSNER reapeuanx 


HAS A HISTORY! 


Yes—a history of service in Children’s Quality 
Health Shoes for over fifty-eight years! 


Each stage of a child’s foot growth is matched by a scientific 
Dr. Posner shoe, especially designed for that stage. The 
Ritestart for the Pre-Walker and First-Stepper ... the Scien- 
tific for the Pre-School and School Children ...the Muscle 


Builder Shoe 


to help prevent Pronation...the Teen-Type 


for the Style-Conscious Miss. Each shoe, built on the famous 
“Body Balance” Last, performs its own function all to insure 
the child proper fit and better bodily health. 


This completely balanced line “from crib to college days” is 
backed by one of the most powerful advertising campaigns 
in the Children’s Shoe Industry. 


You are part 
the Dr. Posne 


of this Dr. Posner’s history when you feature 
r name. 


Executive Office: 137 Duane St., New York 13, N.Y. 
Factories: Allentown, Pa.; New Oxford, Pa. « Chicago Sales Office: 
Merchandise Mart, Room 1046 + Pacific Coast Sales Office: 
63 First St., Sar, Francisco; 824 So. Los Angeles St., Los Angeles 
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1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 














Tests are made during production of Each shank fitting is made direcily to 
every lot of shanks to confirm the last. Vita-Tempering preserves 
TOUGHNESS and HARDNESS. the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 





that is important to the science 
of shoemaking. 
3. CLEAN SHANKS To the shoe manufacturer, 
The shanks, coming trom the Vita Tem- Vita-Tempering means .... 
Selbeste Givcaes BETTER SHANES! 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Nunn-bush 


Ankle Fashto ged Cyfords 


Accepted S. tandards 


always to build the world’s 





QUALITY Beyond 


The complete confidence of an 
industry and a nation is the great- finest shoes for men. There are 
many different levels of quality. 
The Nunn-Bush level constantly 


cultivates for Nunn-Bush 


est compensation business has to 
offer. Nunn-Bush will never cease 


to command that confidence. 


We will earn it, as has been merchants a crop of the 


the Nunn-Bush habit, by striving world’s most loyal customers. 


NN-BUSH SHOE COMPANY « Manufacturers «+ MILWAUKEE 1, WIS 


ONSIWN 


s 
C. 
« #«@ 


Au over America, millions of little girls and boys 
... “mamma’s little angels” one moment . . . veritable 
imps, the next. Chiidren bubbling over with vitality, 
leading a stop-and-go, good-and-bad existence that 
taxes young bones; muscles and tendons as well as 
mothers’ patience. No wonder that during the im- 
portant formative period from tots to teens, young feet need the best shoes that they 
can obtain or that you as a quality merchant can offer them. 
Stride-Rites are deliberately built to meet this need. 
GREEN SHOE MFG. CO., BOSTON 18, MASS. 
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